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To tame the wolf, indeed to keep him completely away from 


the door, is the principal benefit of life insurance. This result 





is enjoyed by the insured man himself as well as by his family. 
He lives with greater security; he builds a financial reserve. 
| How true it is, in the modern view, that life insurance is really 


Aving insurance. 
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LIFE INSURANCE 
QUESTION BOX 
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Q. How does life insurance benefit the 
insured himself? 


A. One way is that it relieves him of worry 
about his family’s future. Another way is 
that it can be used to provide a retirement 
fund for himself. 


Q. What is one of the services which an 
Equitable agent will render? 


A. He will advise you how to arrange your 
Equitable life insurance on a program basis, 
fitted exactly to your needs and desires. 


Q. How can life insurance enable you to 
go into partnership with your young sonP 


A. Just start him on the Equitable’s new 
Juvenile Policy. Pay the premium yourself, 
and when your son is on his own, let him 
continue the payments. 


Q. Setting aside $10 a month, how much 
life insurance could you obtain? 


A. This depends on your age and the type 
of policy selected. For particulars, write 
to the Equitable Counselor. 


The Equitable welcomes questions concerning 
life insurance. Your note to ‘‘The Equitable 
Counselor’’ at 393 Seventh Ave., New York, 
N.Y., will receive prompt attention by mail. 


a 
THE EQUITABLE 


FAIR — JUST 


LIFE ASSURANCE 


SECURITY = PEACE OF MIND 














One of a Series of Equitable Advertisements Appearing in National Publications 
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Time to Stress 
the Career Man, 
Johnson Declares 





Says Progress in Weeding 
Out Unfit Justifies Turning 
to Positive Side 





Sufficient progress has been made in 
the direction of eliminating unfit agents 
so that the emphasis in efforts to raise 
the public’s estimation of life insurance 
distribution can now be concentrated 

' on the positive side, that is, making cer- 
tain that the selling of life insurance is 
to the greatest possible extent in the 

| hands of “career life underwriters,” H. 

J. Johnson, newly elected vice-president 
National Association of Life Underwrit- 
ers, said at the meeting of the Chicago 

' Association of Life Underwriters this 
week. Mr. Johnson is general agent of 
the Penn Mutual Life in Pittsburgh. 

After defining the career man as one 
who is “willing to give a life time to 

| the development of life underwriting as 
his life work,” Mr. Johnson pointed out 
that increasing the number of such 
agents is much more than a matter of 
mere definition and he went on to enum- 
erate specific ways in which the day of 
the career life underwriter might be 
brought closer. His principal point of 
attack was the energy output. 


Should Foster Respect 


_ “It is my assumption that each of us 
in the life insurance business is anxious 
to see the distribution of life insurance 
developed to the place where every man 
inthe life insurance business carries 
with him the respect and approval of the 
public whom he contacts,’ Mr. Johnson 
declared. “What, then, does it take for 
us to become career life underwriters? 
In the first place it is my honest belief 
that it takes from three to five years for 
a life insurance man to lay the founda- 
tions that will ultimately make him a 
successful life underwriter and put him 
IN a position where he may become a 
career life underwriter. 

“In the second place, it is time that 
Wwe men in the management phase of 
the business are willing to forget the in- 
duction of men into this business merely 
‘or a few thousands of immediate pro- 
duction that they may give us and look 
toward the building of men on a basis 
that will make them permanent factors, 
realizing that it takes three to five years, 
and that we are constantly striving to 
see that these men are able to produce 
a sufficient volume of business to justify 
a financial standing which will qualify 
them ultimately to be considered career 
life underwriters. 


Needs Educational Background 


iti . 

Third, to be a career man means 
we must recognize what the career 
man should know and do. Obviously, 
i€ must have sufficient educational 
dackground to advise the public intelli- 





as 








gently. This does not necessarily mean 
(CONTINUED ON PAGE 21) 





Programs Ready for A. L. C. 
Financial, Industrial Meets 





Have Prominent Speakers at 
Chicago Annual Sessions Oct. 
12—Plan Round Table Sessions 





Complete programs for the annual 
meetings of the Financial and Industrial 
Sections of the American Life Conven- 
tion, to be held Oct. 12 in the Edge- 
water Beach Hotel, Chicago, during the 
annual meeting there of the A. L. C.,, 
Oct. 11-14, are announced by Col. C. B. 
Robbins, manager and general counsel. 

The financial men meet in an all day 
session starting at 9:30 a. m. : 
Phillips, president Minnesota Mutual 
Life, A. L. C. president, and Colonel 
Robbins will extend greetings. 


Cunningham to Preside 


Alex B. Cunningham, vice-president 
and treasurer Montana Life, Helena, 
Mont., chairman Financial Section, will 
preside, sketching the investment pic- 
ture, then introducing W. Walter Wil- 
liams, president Continental, Inc., Seat- 
tle, and past president Mortgage Bank- 
ers Association of America, who will 
speak on a subject not yet announced. 
Dr. Melchoir Palyi, economist Univer- 
sity of Chicago, will be the next speaker, 
his title also not being known. 

These addresses will be followed by 
discussion from the floor. After lunch- 
eon, Charles Hook, president and gen- 
eral manager American Rolling Mill, 
Middleton, O., will discuss “Industrials,” 
and Donald D. Conn, executive vice- 
president Transportation Association of 
America, Chicago, will speak on “Rail- 
roads.” General discussion will follow, 
then the business session and election of 
officers, 


Industrial Men’s Session 


At the Industrial Section meeting 
Chairman F. M. Nettleship, secretary 
of agencies Equitable Life of Washing- 
ton, D. C., will preside. T. J. Mohan, 
vice-president in charge of the field, 
Eureka-Maryland Assurance, Baltimore, 
is the secretary. This session is sched- 
uled to start at 1:30 p. m. with introduc- 
tory remarks by Chairman Nettleship. 

O. M. Curb, assistant secretary Amer- 
ican National, Galveston, Tex., will 
speak on “What Can We Do to Reduce 
Finals?” <A discussion will follow. Ed- 
ward B,. Fackler of Fackler & Breiby, 
consulting actuaries of New York City, 
will discuss, “Industrial Life Insurance— 
Its Progress and Improvements,” fol- 
lowed by discussion from the floor. 

L. F. Lee, president Occidental Life, 
Raleigh, N. C., and president Peninsu- 
lar Life, Jacksonville, Fla., will read a 
paper on “United Front,” which will be 
discussed. The business session and 
election of officers will close the after- 
noon meeting, 


Round Table Planned 


An industrial insurance round table 
will open at 7:30 p. m., Tuesday night. 
This will be an informal discussion of 
industrial problems of mutual interest, 
such as has been held with much success 
at the last two annual meetings. All 
interested members are urged by Chair- 
man Nettleship to attend and take part 
in discussions. 





Capitalize on Option Changes 
by Calling on Policyholders 





Opportunity for Service Work 
Opens Up Sales Possibilities— 
Counteracts Any Reactions 





The revision of settlement options by 
companies at the present time offers the 
agent an opportunity ta call on old pol- 
icyholders and to explain the new pro- 
visions. One of the large companies 
which will announce its revised option 
settlements soon is planning to stage a 
production drive in connection with the 
change. Primarily the changes mean 
curtailment, although they will not af- 
fect existiag contracts, but by capital- 
izing on the change, any adverse reac- 
tions the agents might have will be off- 
set by the production program. 

Servicing old policyholders is often 
neglected. Companies having definite 
programs for checking old policyholders 
find this a good source of business. On 
service calls the agent can not only de- 
velop new business, but get the names 
of prospects. By calling on old policy- 
holders to explain the settlement option 
changes the agent can accomplish much. 
Policyholders having more  advan- 
tageous settlement options than the pro- 
visions pravide, can be told how lucky 
they are to have them. Policyholders 
who do not have settlement provisions, 
or if they are not up to date, are pros- 
pects for programming. In this way 
new needs can be developed and ful- 
filled. 


Give Agent Some Leeway 


In developing such a program, it is 
necessary to give the agent some leeway 
because he will hesitate about spending 
the time calling on some of his old pol- 
icyholders from whom he knows there 
is no possibility of getting more busi- 
ness. A thorough checkup on old 
policyholders is especially advantageous 
at this time of year and the option 
changes offer a good reason for calling. 

The Prudential, which announced its 
revised settlement option recently, has 
been urging its field force to check with 
old policyholders but no special cam- 
paign has been held in this connection. 





Cummings on First of His 
Three Presidential Tours 





DALLAS—O. Sam Cummings, presi- 
dent National Association of Life Un- 
derwriters, has begun his first of three 
trips by which he expects to contact 
every state association in the country 
in interest of organization work, increas- 
ing membership and solving problems 
confronting life insurance men. He will 
cover 50,000 miles in the next year visit- 
ing and conferring with life insurance 
organizations throughout the nation. 
Mr. Cummings expects to put in prac- 
tically all the year in association activi- 
ties. 

President Cummings was honor guest 
at a luncheon of the Dallas Managers 
Club before he left for New York on his 
first tour. Mr. Cummings was lauded 
as one of the best organization men in 








Fisk Is Reelected 
As Ad Conference 
Chief at Meeting 


Dreher Continues as Vice- 
president, Brown Named 
Secretary-Treasurer 








By DOROTHY B. PAUL 


BRIARCLIFF, N. Y.—Arthur A. 
Fisk, Prudential, was reelected presi- 
dent Insurance Advertising Conference 
at its closing session. Ray C. Dreher, 
Boston and Old Colony, will serve his 
second term as vice-president and Rob- 
ert E. Brown, Jr., Aetna Casualty, suc- 
ceeds Arthur H. Reddall, Equitabie Life, 
N. Y., as secretary-treasurer. 

The executive committee remains the 
same: C. A. Palmer, North America; 
W. L. Lewis, Agricultural; C. J. Fitz- 
patrick, secretary, U. S. F. & G.; D.C. 
Gibson, Maryland Casualty, and H. E. 
Taylor, American of Newark. 

The group meetings followed the elec- 
tion of officers. 


Publisher on Program 


“Many women are life insurance can- 
scious, but few know there are any 
other lines of insurance,” said Henry L. 
Jones, vice-president “American Home 
Magazine,” in his talk before the con- 
ference. He suggested that more con- 
crete ideas of insurance be presented to 
th public in offering specific policies to 
suit their needs. Women respond to 
educational advertisements that are set 
forth in a simple and understandable 
way, he said. A woman’s chief interest 
is in security, but few respond to an un- 
sympathetic solicitation. The successful 
agent will meet and know his prospects 
and policyholders personally to present 
a plan which will suit individual de- 
mands. 


Advertising Man Speaks 


G. Lynn Sumner, president G. Lynn 
Sumner Company, spoke on the “Possi- 
bilities and Future of Advertising.” The 
secret of successful advertising, he said, 
is to observe the trends of the day, keep- 
ing in mind the one constant factor of 
human nature. Self-preservation and 
the desire for economic freedom are 
man’s desires and advertising is effect- 
ive so long as it appeals to the basic 
buying motives which will bring about 
individual and family protection and 
comfort. The meeting closed with a 
presentation of the value of spot broad- 
casting by Percy L. Deutsch, president 
World Broadcasting Company. 








the business and praised for his han- 
dling the program at the Denver con- 
ivention which went through without a 
hitch of any kind. 

Mr. Cummings announced that Hous- 
ton life insurance leaders already have 
started work on the 1938 convention of 
the National association and that the 
meeting will be held the week of Sept. 
19. 
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Says Closer Supervision 


Would Solve 


Recruiting 





What makes recruiting difficult, now 
or at any other time, is not the difficulty 
of succeeding in the life insurance busi- 
ness, but the fact that management has 
not taken seriously enough its responsi- 
bilities for picking only men with a good 
chance to succeed and then sticking with 
them until they are capable of operat- 
ing on their own or else have definitely 
proved that they are not cut out for life 
insurance sales work, according to Man- 
ager H. A. Sloan of the Equitable Life 
af New York in Chicago. Under pres- 
ent conditions, recruiting is difficult and 
will continue to be just as it always has 
been in the past until those conditions 
change. 


Can’t Foresee All Failures 


It is Mr. Sloan’s contention that the 
nianager, unit manager, assistant man- 
ager or supervisor who is responsible 
for the new man’s success should devote 
all his time to getting that man firmly 
established in business and not take on 
another man until the current recruit is 
able to carry on for himself or else 
has shown himself unsuited to the busi- 
ness. Mr. Sloan feels very strongly 
that the new agent’s mentor should ga 
right out on the firing line with him and 
by actual demonstration show him how 
to sell and then observe the new man’s 
mistakes and show him how to correct 
them. 

All the failures can’t be spotted in ad- 
vance no matter how good the selection 
process, Mr. Sloan admitted, but em- 





Investment Trust Salesmen 
Advocating Term Insurance 





Salesmen for several investment trusts 
are urging prospects to change their life 
insurance policies to term insurance, and 
use the cash surrender value and dif- 
ference in premium to purchase the 
trusts. 

These salesmen paint a rosy picture of 
a large “guaranteed” return that is far 
greater than that which the prospect 
could possibly secure through life in- 
surance. This argument, it is reported, 
appears to be meeting with a great deal 
of success among office workers. 

Investment trust officials and trustees, 
whenever questioned on reports that 
salesmen are offering guaranteed returns, 
have always admitted that they do not 
guarantee any stipulated value at ma- 
turity of the trust. They point out that 
the value of the trust depends on the 
market value of the stocks at that par- 
ticular time. Therefore, a trust under 
which a man may have paid $1,200 in 
ten years, may be worth only a few hun- 
dred dollars at the end of that period 
instead of the $1,500 painted by the 
salesman. Again, should the market be 
up, it may be worth considerably more. 


Recognize Insurance Need 


Investment men appear to be of the 
strong conviction that everyone needs 
life insurance and that policies should 
not be changed to term insurance. They 
are opposed to the misleading statements 
of greater return, pointing out that not 
only can the trusts not guarantee any 
definite return ‘but the SEC regulations 
forbid the guarantee as well. 

The only value they see in investment 
trusts is that it gives the small investor 


phatically declared that while turnover 
will always be something of a problem, 
it is possible to imprave the batting 
average greatly. 

“Even with the best known methods 
of selection and handling, you can’t 
hatch every egg,” he said. “But there 
is a vast difference between the results 
obtained by the best methods and ordi- 
nary slipshod methods. It is probably 
impossible ta get below a certain mini- 
mum in agency turnover but a fuller 
sense of responsibility for the selection 
and training of our agents will enable 
us to approach this minimum much 
more closely than we do now. 

“Tf we got to the point where we were 
meeting our responsibilities the whole 
recruiting problem would be only a 
mater of selecting among a large num- 
ber of eager applicants. As this process 
of developing successful agents went on, 
new men would be even more anxious 
to enter our business as the public be- 
came more friendly as a result of not 
having been harassed by a lot of un- 
trained, unskilled agents calling on 
prospects. 

“There has been toa much stress laid 


| eruiting methods as ‘a man a month.’ 
| A manager’s first duty is really to his 
| own organization. If he can handle that 
| job right, then he is capable of bringing 
| in new men and making them success- 
| ful. 

“Men must be happy in their work 
| and the only way for them to be so is 
| for them to make a living. If they are 
| making a living there is no difficulty in 
| bringing in new men. 

“The manager who sets out to make 
|a new man successful must count on 
| working a lot harder than the new man 
if he expects to be successful in mak- 
ing a salesman out of the recruit. It 
is much harder for the manager to do 
this than to go out and sell a like 
amount of business by himself, for, in- 
stead of selling to the type of people to 
whom he, the manager, would naturally 
go, he must adapt himself to the re- 
cruit’s best field of action.” 

Mr. Sloan dislikes the term “recruit- 
ing’ though he concedes that it is all 
too accurate a description of the present 
process of inducting new men into the 
business. He points out that the term 
connotes a rather indiscriminate, large- 
scale process of getting replacements 
which a heavy mortality has made 
necessary. 

Mr. Sloan has followed during his en- 
tire life insurance career the principles 
of sound development which he ad- 
vacates. As a unit manager he worked 
for 10 years to build a unit of 20 men 
writing at the rate of about $5,000,000 





on ‘new organization’ and such mass re- 
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a year. 





OLD IRONSIDES 





“I’m not arguing it isn’t worth the 
$9.75. It may ‘be. All I say is the home 
office is sending the men everything in 
the God’s world in the way of company 
literature now, free, and if the men won’t 
read their own company stuff, you nor 
nobody else can expect them to put out 
$9.75 for a book on salesmanship, let 
alone read it.” 

Mr. Horton felt that there was no 
sensible answer to this line of reason- 
ing. Every other objection he had made 
had been brushed aside quickly and with 
a finality that was depressing. This one, 
he hoped, could not be so readily dis- 
posed of. It might even bring the inter- 
view to an end. 


Pain and Disappointment 


But it brought to the countenance of 
the patient and scholarly Dr. Warring- 
ton, president of the Salesmanship In- 
stitute, Inc., only a look of pain and 
disappointment. 

“Mr. Horton,’ he began slowly, “I 
know the Old Ironsides Life is sending 
your men all kinds of printed matter. 
But, I mean, that’s all it is—just printed 
matter. They won't read it. You say 
so yourself. You can’t make them. But 
look. They read the sporting pages in 
the newspapers, the comic strips, the 
murder mysteries. They read ’em every 
day. They don’t miss. Why? Because 
that stuff is all written in a way that 
hits them right between the eyes. All 
right, that’s just the reason why they’ll 
read ‘Salesmanship Down Through the 
Ages.’ They will just read the first 
page, and they won't be able to put it 
down until they’ve gone right through 
to the back cover. No real salesman 
ever does. No real salesman ever will.” 


Mr. Horton Capitulates 
Mr. Horton came to a sudden decision. 





the diversification he ordinarily would 
be financially unable to secure and that 
it also enables trusts to buy up good 
common stocks in large blocks when the 
market takes a drop. 

However, in the main, investment men 
advocate that the first half of the small 
investor’s savings go into life insurance 
with the balance divided between sav- 


He assumed an air of quiet resignation. 
“All right,” he said, “I’ll go and get the 
boys together, so you can give them 
vour talk. After all, if you’ve got some- 
thing that will really help them, I don’t 
want to stand in their way so they don’t 
even hear about it.” 

Stepping out of his office, he walked 
down the hall to the agency room, where 





ings accounts and investments. 





his inspired life underwriters were pre- 


by H. J. B. 


paring themselves, in a somewhat re- 
laxed maiiner, for another week of es- 
tate planning, program building and 
counselling. 

“Listen boys,” he said loudly. “There’s 
a screw ball in my office gives himself 
the title of doctor, is selling a book on 
salesmanship at $9.75 a copy. He’s been 
pushing me around for nearly 20 min- 
utes, and there’s no getting rid of him. 
If some of you would hang on the way 
he does, you’d be millionaires. Anyway, 
there’s nothing to do but let him come 
in here and make his talk. Only thing 
is, I don’t want a one of you to buy the 
book. I’m carrying practically every 
man in the room on advances. Even 
those in the clear, has got no $9.75 to 
waste on a book. So just sit tight, and 
remember, don’t any of you raise your 
hands when he asks who wants it. Be- 
fore he puts the canvass on you for the 
book he gives a talk on salesmanship 
that may have some angles to it. Any- 
way, I'll bring him right in.” 


Iron Clad, Rock Ribbed 


The doctor’s inner yearning for the 
kill, when told that the agency organ- 
ization awaited his constructive message, 
was not observable to the naked eye. 
“Now this is a nice, clean deal, Mr. Hor- 
ton,” he purred. “There is a C. O. D. 
charge of $3.75 for each book when de- 
livery is made, and the balance of $6 is 
payable over a period of six months, $1 
a month if desired. That places it within 
the reach of everyone. Here is the or- 
der blank we use. I'll have to warn 
you that it’s iron clad and rock ribbed,” 
he concluded smilingly. 

It was, indeed, all of that. Of letter 
head size, its terms, printed in small 
type, completely covered both sides of 
the paper. It had been prepared by a 
Chicago attorney of low cunning and 
a vast knowledge of the laws of contract. 
To reduce its voluminous provisions and 
stipulations to a simple statement, the 
contract set forth in a hundred different 
ways that the buyer had no rights of any 
nature, including even the right to pro- 
test. The buyer just had to pay “or 
else.” The good doctor was very en- 
thusiastic about this legal document, 


money for him, including court cog 
when suit was filed, which was not jp, 
frequently. 

Not the slightest interest in the cop, 
tract blank or any of its obscurely wor, 
ed clauses was exhibited by Mr. Horto, 
“Now what we do is,” the doctor ¢op. 
tinued, “we write the name of each agen 
who wants the book on the order blan} 
but if they all want it, which is usyaj}, 
the case, why we just put down the nun. 
ber of books and have the manager sig, 
it and he collects from the different me 
Can’t you have your young lady com 
into the agency room while I give m; 
lecture, so she can give me the names o 
those who want it? Does she have ay. 
thority to sign for you?” 

This is the height of something o; 
other, Mr. Horton thought. The poor 
sap hasn’t got a Chinaman’s chance to 
sell even one copy, and he is wasting 
everybody’s time talking about wha 
happens when he sells one to everybody. 


felt sorry for the cultivated author oj 
“Salesmanship Down Through the 
Ages,” and at least a little ashamed o; 
his own coldly planned duplicity. 

“Miss Stevens has full authority to 
sign any orders as my deputy, and when 
her signature and the company stamp 
are on the order it’s official,” Dr. War. 
rington was assured. “Here.” Mr. Hor. 
ton continued, “stamp Dr. Warrington’s 
blank now and if any of the boys order, 
either you or I can sign.” He empha- 
sized the “if” unconsciously as he spoke 
to Miss Stevens. These details under- 
stood, the doctor asked if he might make 
a brief telephone call about his next ap- 
pointment, did so, and the three pro- 
ceeded to the agency room, where the 
rate book carriers were waiting for the 
words of uplift. 


Guest Speaker for Today 


As a salve to his conscience. Mr. 
Horton gave Dr. Warrington a favorable 
introduction, referring to him as “our 
guest speaker for today.” and assuring 
his apathetic listeners that the doctor 
had “a lot of good angles on salesman- 
ship.” The guest speaker wasted no 
time on flowery references to the Old 
Tronsides Life, its local manager, or 
their hieh standing among the life in- 
surance fraternity. Instead, he launched 
at once into what he always referred to 
as his number four talk. It was un- 
commonly dull. At the end of five min- 
utes it was sleep producing. Mr. Hor- 
ton was called to the telephone. He was 
olad to get awav, and did not come back. 
When 10 minutes had dragged bv, everv 
man in the room had been rendered 
semi-conscious bv the monotonous drone 
of the doctor’s tiresome voice. 

Suddenlv Dr. Warrington was heard 
to sav, “So will anvone who doesn’t 
want a conv of the book just raise his 
hand?” Here it was. He was asking 
them to raise their hands. Their minds 
were at low ebb. but the bovs were still 

(CONTINUED ON PAGE 9) 


Name Lloyd Lafot of Fresno 
as New Supervisor for 
N. Y. Life is Chicago 


Lloyd Lafot, agency director at 
Fresno, Cal., has been appointed suner- 
visor of Chicago agencies of the New 
York Life, succeeding R. E. Whitnev. 
who retired recently. Mr. Lafot grad- 
uated from Annapolis and was a Top- 
club member of the New York Life 
while a personal producer. The Fresno 
office has been one of the leading 
branches of the company. Mr. Lafot % 
38 years old and a C. L. U. He will 
assume his new post Oct. 4. 

A luncheon of agency directors and 
organizers will be held Oct. 4 at the 
Hotel La Salle, Chicago, to welcome 
Mr. Lafot and introduce him.  Vice- 
president F. A. Wickett wili attend and 
probaby will be toastmaster. It will be 
an informal affair. Ernest Hunt, agency 
director, La Salle street branch, senior 
in Chicago, is in charge of arrange- 














because it had never failed to collect the 


ments. 


For the first time, Mr. Horton actually } 





in I 





Pres 
Sour 


N. ' 


BRIA] 
vertising 
a gloriot 
Fisk sac 
meeting 
Conferen 
tising in 
jmprovin 
past wh 
advertisi 
advertisi 
has bee: 
used pre 
but the 
by the ¢ 


National 


Mr. 
year inc 
ture in 
ly 50 pt 
just ov’ 
the sam 
materia 
about t 

RE 
Salesm: 
ance jo 
fire an 
said co 
real jok 

' age pre 
be edu 
fundarr 
difficul 
simple 
vanced 
materi 
The p 
others 
Insura 


He 
about 





prospe 
of bec 


adver 












17, 193 
—=—_—_— 


ITt costs 


3 Not jp. 


ly word. 

Orton, 
tor Con. 
ch agent 
T blank 
| Usual); 
1€ num. 
ger Sign 
ont men 
ly Come 
SIV my 
ames of 
lave ay. 


hing or 
1€ poor 
ANCE to 
Wasting 
t_ what 
ty body, 


ictually § 


thor of 
h the 
med of 


rity to 
when 
stamp 
War. 
. Hor- 
eton’s 
order, 
mpha- 
spoke 
under- 
make 
xt ap- 
: pro- 
re the 
or the 








uring 
octor 
man- 
d no 
Old 
<8 
e in- 
iched 
»d to 
un- 
min- 
Hor- 
was 
ack, 
verv 
ered 
rone 





eard 
sn’t 

his 
cing 
inds 
still 


10 








September 17, 1937 








LIFE INSURANCE EDITION 


3 








Advertising Still 
Undeveloped Tool 
in Insurance Field 





President Fisk of I. A. C. 
Sounds Theme at Briarcliff, 
N. Y., Meeting 


BRIARCLIFF, N. Y.—Insurance ad- 
yertising is still in its infancy but it has 
a glorious future, President Arthur A. 
Fisk said in his annual address at the 
meeting of the Insurance Advertising 
Conference here. He said that adver- 
tising in insurance journals is constantly 
improving and the day appears to be 
past when standing cards represent the 
advertising effort. He touched on radio 
advertising, saying the question never 
has been settled whether it might be 
used profitably by insurance companies 


but the subject should be threshed out 


by the conference. 
National Advertising Expanded 


Mr. Fisk said life companies last 
year increased their advertising expendi- 
ture in national magazines approximate- 
ly 50 percent over 1933, the total being 
just over $2,000,000, and approximately 
the same in newspapers and promotional 
material. The 1937 appropriation will be 
about the same, he said. 

R. E. Morrow of the “Insurance 
Salesman” discussed building an insur- 
ance journal for insurance agents at the 
fire and casualty group meeting. He 
said companies’ magazines are doing a 
real job educationally today. ‘The aver- 
age producer still needs help, needs to 
be educated and continually drilled in 
fundamentals of the business. The most 
dificult job for the editor is to make 
simple fundamentals interesting to ad- 
vanced agents and so-called advance 
material understandable to any agent. 
The proper approach is to tell how 
others are selling, not how to sell. 


Insurance Journals’ Function 


He said agents are told a great deal 
about the importance of knowing their 
prospects but get little help on the job 
of becoming acquainted. It is that point 
where the insurance publication attempts 
to step into the picture. 

_It is up to advertising managers of 
life companies to dramatize, emotional- 
ze and immortalize the _ institution, 
C. E. Crane, director of publicity Na- 
tional Life, declared in a talk on “A 
Study of Life Insurance Advertising in 
Current National Magazines.” Nearly 
all insurance advertisers have the advan- 
tage of background, age and solidity, 
and one function of the advertising 
should be to keep this prestige and 
identity before the public. 

_Other purposes are to institutionalize 
life insurance, encourage agents and 
strengthen their morale. Life company 
advertising is helping both intangibly 
and materially in the work of the agent, 
he said. 


Reddall Presiding Officer 


An explanation of functions of the 
Retail Credit Company was given by 
Grace Stephens, its editor of company 
publications. She said the inspectors are 
trained to be fair. They are carefully se- 
lected and must meet strict qualifica- 
tions. Inspection companies are glad, 
she said, to feel themselves allied with 
insurance through helping in proper se- 
lection of risks. 

A. H. Reddall, Equitable Society, sec- 
retary-treasurer I. A. C., presided over 
the life group, commenting on great 
strides made by life companies in ad- 
vertising of recent years. Life insurance, 
4S an intangible product, he said, de- 
(CONTINUED ON LAST PAGE) 








Official of Canadian 


Company Given Promotion 








A. N. 


MACTAVISH 


A. N. MacTavish, actuary for the Do- 
minion Life of Waterloo, Can., since 
1921, has been appointed assistant gen- 
eral manager and actuary. 

Mr. MacTavish formerly was an of- 
ficer of the Dominion insurance depart- 
ment. He joined the Dominion Life as 
head of its actuarial department in 1921. 

J. J. Murray has been appointed su- 
perintendent of agencies, and A. S. Up- 





ton and S. MacKenzie as_ superinten- 
dents. 
Cc. F. Tancred has been appointed 


agency organizer in the Mutual Life 
general agency of Paul Burns in Boston. 
He has been in the agency for several 
years. 


| Will Give Report on the 
| Presentation of the Job 


Life Insurance Sales Research 
Bureau Has Made an Important 
Study for Managers 





One of the interesting features of the 
annual meeting of the Life Insurance 
Sales Research Bureau and the Associ- 
ation of Life Agency Officers, to be held 
Oct. 26-28 at Edgewater Beach Hotel 
in Chicago, will be a report on an un- 
usual study of presenting the job which 
has recently been completed by the bu- 
reau. The results will be given by John 
H, Jamison of the bureau staff on the 
first day of the meeting. 

At the outset of this research project 
to find out how life insurance managers 
were presenting the job of selling to 
prospective agents, it was realized that 
the best results could be obtained from 
actual observations in the field. In the 
past, numerous questionnaires had been 
sent to managers, and members of the 
bureau staff had talked with many of 
them, but the results gave the picture 
only from one angle. In the present 
study, therefore, the Research Bureau 
shows the results of interviews of pros- 
pective agents with managers from the 
prospect’s point of view. It gives the 
prospective agent’s idea of the way the 
job was presented to him and his prac- 
tical reactions to this presentation. 

Another important part of the pro- 
gram has been announced. Two of the 
outstanding authorities on the subject 
of conservation will address the meeting 
Oct. 27. They are H. H. Steiner, sec- 
retary Connecticut Mutual, and Carl A. 
Peterson, supervisor of agencies North- 
western National Life. 





A poker sales contest has been started 
by Louis F. Paret agency of the Provi- 
dent Mutual Life in Camden, N. J., and 
Philadelphia. 
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The Constitution 


This week Philadelphia is leadingly participating, at 
Independence Hall on Independence Square, in the nation’s 


States, the date whereof was September 17, 1787. 


Under that Constitution the constitutions of all our States 


been empowered, and, pursuant to their respective charter- 
constitutions, they have grown in 90 years to a magnitude 
and value of service far surpassing anything of the kind 


While we this week reverence the Constitution for all of 
its virtues, we may pay special homage for its having made 
possible this nation-wide financial democracy. 
aegis of that Constitution the nine decades of American life 
insurance have been marked by faithful compliance with 
state-granted charters, and with a constant broadening of 
protective service, to meet the changing and expanding needs 


WM. H. KINGSLEY, President 
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Claim Men Gahan’ 
in Swampscott for 
Their Annual Meet 


Record Attendance, Inter- 
esting Program Features of 
International Association 


NEW OFFICERS ELECTED 

President—-Edward D. Millea, Equit- 
able Life of New York. 

Vice-President—Herbert Adam, Penn 
Mutual Life. 

Secretary—L. L. Graham, Business 
Men’s Assurance. 

Treasurer—F. L. Templeman, Mary- 
land Casualty. 

Executive Committee—R. V. Hatch- 
er, Atlantic Life, chairman; A. G. 
Fankhauser, Continental Casualty; 
R. K. Metcalf, Connecticut General 
Life; R. E. Sumner, London Life; 
D. R. MacKenzie, Manufacturers Life, 
and A. F. Jaques, Prudential. 


SWAMPSCOTT, MASS.—The an- 
nual convention the International 
Claim Association, embracing member- 
ship from 165 leading American and 
Canadian companies, opened here with 
a record attendance of 300. 

The meeting was called to order by 
the chairman of the executive commit- 
tee, A. G. Fankhauser, chief adjuster 
Continental Casualty, Chicago, who pre- 
sented the new gavel to President D. R. 
MacKenzie, assistant secretary Manu- 
facturers Life, Toronto. 

W. A. Dennis, Prudential, chairman 
membership credentials committee, re- 
ported admissions of the Central States 
Life, St. Louis; Home Life, Philadel- 
phia; First National Indemnity, Omaha; 
National Life of Vermont, Montpelier; 
Philadelphia Life and Farmers & 
Traders Life, Syracuse, N. Y. 

In the president’s address Mr. Mac- 
Kenzie paid tribute to F. F. Hobby, 
Mutual Life of New York, who died 
last spring and was an active worker 
in the association. 


Authorities on Program 


Bernard Botein, assistant district at- 
torney in charge of the accident fraud 
bureau, New York county, spoke on 
“Investigation and Prosecution of 
Fraudulent Claims.” “Toxicology in Re- 
lation to Insurance Claims” was the sub- 
ject of an address by Dr. A. O. Gettler, 
professor and toxicologist to the city 
of New York, a specialist in toxicology 
and pathological chemistry for over 30 
years and a national authority. 

Al. F. Jaques, administrative super- 
visor Prudential, Newark, presided at 
the closed session round table confer- 
ence. J. A. Blanchfield, superintendent, 
life claim division, Aetna Life, Hartford, 
spoke on “Proving Suicide by Formu- 
lae,” revealing a formula by which, given 
a fall from a known height it was pos- 
sible to demonstrate whether the act 
was accidental or suicide. C. E. An- 
stett, superintendent inspection depart- 
ment New York Life, spoke on “Motion 
Picture Equipment,” describing use of 
motion pictures in surveillance. 


Others Giving Addresses 


W. A. Robinson, Boston Life & Ac- 
cident Claim Association, spoke on 
“Local Claim Associations as an Aid in 
Developing Cooperation Between Com- 
panies.” An informal discussion of claim 
practices followed in which prominent 
parts were taken by Dr. W. B. Smith, 
Connecticut ‘Mutual Life; J. T. Bosto, 
claim superintendent Imperial Life, To- 
ronto; R. K. Metcalf, manager claim 
department, Connecticut General Life: 
L. S. Wolverton, supervisor Prudential, 

(CONTINUED ON LAST PAGE) 
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Audit of Circulation Found 
Beneficial to Advertisers 





Puts Publications on Their Toes, 
“Forbes Magazine” Man Tells 
Insurance Advertising Group 





BRIARCLIFF LODGE, N. Y.—The 
advertiser who patronizes a publication 
which subscribes to the Audit Bureau 
of Circulations has gained a profit, 
knows he is getting real value received 
in actual circulation count, and no 
longer has to guess on the circulation 
of publications, F. H. Burns of “Forbes 
Magazine” declared in a talk before the 
life group meeting of the Insurance 
Advertising Conference in the sessions 
here. ? 

“There are distinct advantages in fa- 
vor of audited circulations to publishers, 
advertisers and advertising agents,” he 
said. “The publisher has gained the 
prestige of the favorable attitude on the 
part of advertisers; he has gained a reg- 
ular standardized method of keeping 
circulation records. In other words, his 
house is on a solid foundation. 


Value of Audit Plan 


“One publisher tells me, before hav- 
ing audited circulation he always an- 
nounced his circulation conscientiously 
as 20,000—the accepted audit showed it 
15,000. It was therefore necessary for 
him to gain the 5,000 legitimately by 
making a better book, which he did and 
got more business on a sounder basis. 

“Advertising agencies could not get 
along without audited circulations. One 
space buyer of a well known agency 
tells me he refuses to put any other kind 
on his list—he does not want to guess 
with other people’s money.” 

Leading newspapers can demonstrate 
to life companies the opportunities of- 
fered for worth while advertising, A. A. 
Fisk of the Prudential stated in a talk. 
Valuable editorials and articles on life 
insurance which have appeared in Amer- 
ican newspapers in the last year, he 
said, have inculcated a healthy growing 
interest among thinking men properly to 
protect their families and their awn fu- 
ture. 

Life companies which have instituted 
advertising campaigns have found them 
successful. The best results have been 
secured through thoroughly - selling 
agents on the plan in advance and stim- 
ulating their efforts while the advertise- 
ments were appearing. 


Praises Insurance Press 


A. H. Thiemann, secretary to the 
vice-presidents New York Life, dis- 
cussed the trade press in glowing terms. 
He said the service it performs is so 
great, its helpful influence on the busi- 
ness has been extended over so long a 
period, that the service has come to be 
accepted as a matter of fact and its 
tremendous importance may be over- 
looked upon occasion, 

“Tt is doubtful whether the insurance 
business would have grown to its pres- 
ent size, or been conducted upon so 
high an ethical plane, were it not for 
the strong insurance magazines,” he 
said. ‘They are a cohesive and unify- 
ing influence on the business as a whole, 
a forum for the exchange of important 
information and sales ideas, a mirror of 
news and trends. Many of them are 
exceedingly well edited, interesting, in- 
formative and attractively printed. 

“A: trade press needs advertising 
revenue in order to live and flourish and 
be of service. It is probably safe to 
say that the insurance trade press will 
be just as strong and effective as the 
intelligent advertising support given it 
by the insurance companies.” 

He said the better insurance journals 
have no reason to be ashamed of their 
circulation figures and rates. Generally 
speaking, these are in line with those of 
trade journals in ‘other lines of business. 





Complete Program for 
Life Advertisers Parley 





Activities Outlined for the 
Three Day Session at Old Point 
Comfort 





Heading the list of many nationally 
known figures who will speak at the 
Life Advertisers meeting at Old Point 
Comfort, Va., Sept. 20-22, will be W. D. 
Fuller, president Curtis Publishing Com- 


. 





Cc. 0. FISCHER 


pany, Philadelphia, who will speak on 
“The Effect of Life Insurance Publicity 
on the Public.” 

The convention keynote will be 
sounded by C. O. Fischer, vice-presi- 
dent Massachusetts Mutual Life, with 
the subject, “Why Keep It Quiet.” 

To wind up the convention on 
Wednesday, the program committee has 
obtained W. H. Jenkins, publicity man- 
ager Young & Rubican, New York 
City, advertising counselor, to speak on 
“Product Publicity for Life Insurance.” 


Round Table Sessions 


For the round table discussions, L. B. 
Hendershot, manager of agencies Berk- 
shire Life, has prepared an effective 
program around “How a Better Job of 
Direct Mail Advertising Can Be Ac- 
complished.” It will be a conversational 
exchange of ideas, experiences and sug- 
gestions relating to direct mail, without 
set speeches. Assisting will be R. C. 
Berger, editor of pubications, Connecti- 
cut Mutual; S. M. Gamble, agency as- 
sistant, Massachusetts Mutual; K. R. 
Miller, consultant Sales Research Bu- 
reau, and T. M. Rodlun, advertising 
manager Acacia Mutual. 

Two other program highlights will be 
the discussion groups headed by C. C. 
Robinson, editor “Insurance Salesman,” 
on “How to Make Trade Journal Ad- 
vertising Effective’; and the discussion 
of “The Inside Story of National Ad- 
vertising” headed by L. J. Evans, as- 
sistant director of agencies Northwest- 
ern Mutual. 

The complete program is: 


Monday, Sept. 20 


“Why Keep It Quiet?” C. O. Fischer. 

First discussion group: “How Can a 
Better Job of Direct Mail Advertising Be 
Accomplished?” Chairman: L. W. Hen- 
dershot, manager of agencies Berkshire 
Life. 

Afternoon program: visit to Jamestown 
and Williamsburg. 


Tuesday, Sept. 21 


“How Can We Stimulate Recruiting?” 
Chairman: John H. McCarroll, advertis- 
ing manager Bankers Life, Des Moines. 

Second discussion group: “Monthly 
Pictures on the Wall.” Chairman: C. S. 
Davis, editor Provident Mutual. 

Third group: “The Effect of Life In- 


(CONTINUED ON LAST PAGE) 





Riehle’s 25th Anniversary 
Marked by Special Drive 








NEW YORK—T. M. Riehle, man- 
ager Equitable Society here, celebrated 
his 25th anniversary in life insurance 
work at an agency breakfast meeting. 
Vice-president W. J. Graham spoke, as 
did O. Sam Cummings of Dallas and 
H. J. Johnson of Pittsburgh, newly 
elected president and vice-president, re- 
spectively, of the National Association 
of Life Underwriters. 

Mr. Riehle received many congratu- 
latory telegrams and letters from Equit- 
able home office and field men. Last 
week end 31 agency leaders attended an 
educational conference in Atlantic City 
where an agents committee organized 
a silver anniversary campaign which 
will go on during Mr. Riehle’s Euro- 
pean trip, on which he sailed this week. 


August Was 5.2% Better 
Than Same Month in ’36 


NEW YORK—Life insurance pro- 
duction showed a gain of 5.2 percent for 
August and 7.2 percent for the first 
eight months, according to the Life 
Presidents Association. 

For August, total new business was 
$703,123,000 against $668,638,000, in- 
crease 5.2 percent. New. ordinary 
amounted to $430,039,000 against $407,- 
406,000, increase 5.6 percent. Indus- 
trial was $210,898,000 against $221,692,- 
000, decrease 4.9 percent. Group was 
$62,186,000 against $39,540,000, increase 
57.3 percent. 

For the first eight months total new 
business was $6,208,106,000 against $5,- 
791,416,000, increase 7.2 percent. New 
ordinary amounted to  $3,880,978,000 
against $3,604,496,000, increase 7.7 per- 
cent. Industrial was  $1,791,177,000 
against $1,801,927,000, decrease .6 per- 
cent. Group was $535,951,000 against 
$384,993,000, increase 39.2 percent. 











Bankers Mutual of Freeport 
Celebrates 30th Anniversary 





The 30th anniversary convention of 
Bankers Mutual Life of Freeport, Ill, 
was held in the home office this week 
in charge of President J. C. Peasley. 
Roy L. Davis, assistant insurance di- 
rector of Illinois, was a luncheon 
speaker, and Mr. Peasley invited the of- 
ficials of the fire and casualty companies 
located in Freport as his gusts. 

(Mr. Peasley gave the welcoming ad- 
dress and Mayor Stuart of Freeport 
made a talk. A. P. Woodruff, first vice- 
president and treasurer, gave a talk, 
“Thirty Years Ago.” Mr. Peasley told 
about the company’s history. Announce- 
ment was made of a new 20-year en- 
dowment policy with liberal options. L. 
H. Engstrom, Michigan manager, and 
B. M. Covin, Illinois supervisor, also 
spoke. 

Mr. Peasley has been connected with 
Bankers Mutual Life since 1909. In Au- 
gust of this year Bankers Mutual in- 
vested more funds than ever before in 
any one month in its history. In the 
first eight months of this year Bankers 
Mutual accumulated more assets than it 
did in its first 10 years. Assets consist 
almost entirely of bonds, none of which 
are in default. Assets as of Sept. 1 were 
$4,117,464. In its history it has paid to 
beneficiaries $3,750,000. 





Connor Elected Secretary 


Bernard L. Connor has been elected 
secretary of Home Life of Philadelphia, 
succeeding J. L. Durkin, resigned. Since 
1932 he has been office manager in 
charge of all executive office depart- 
ments. He joined the company in 1912 
as office boy, became adept at account- 
ing matters and he established and de- 
veloped the accounting department 
which has control over both industrial 
and ordinary accounting. 





New Participating, Nonpar 
Rates, Revisions Announced 





Continental Assurance Revisg 
Policy Setup, Puts Dividenj 
Contracts on 3 Percent Basis 





Some details of the new participatin; 
department to be opened Oct. 1 by th 
Continental Assurance are announce 
with general policy provisions and a fey 
illustrative rates. The main rate 4p. 
nouncement will be made at the agent; 
clubs meetings in Chicago. These form; 
will be on 3 percent reserve basis, re 
serves being net level at the end ¢ 
20th year. Dividends will be payable 
at the end of second year except oy 
modified life. Non-participating rate; 
also have been revised, and all polic 
forms redrafted. The participating pol. 
cies will be on the documentary style, 

Participating insurance will be issuej 
on ordinary life 10, 15 and 20 paymen 
life, 10, 15, 20, 25, 30 and 35-year endoy. 
ment; insurance to age 55, 60 and 6; 
with retirement income, male and fe. 
male; term insurance to age 60 con 
_— prior to age 55, and modified 
life. 


Modified Life Announced 


Modified life will have a premium the 
first three years of 85 percent of the 
premium thereafter, first dividend pay- 
able at end of third policy year when 
premium increase takes effect, It is 
expected the dividend will exceed th: 
rate increase. 

Disability and double indemnity bene. 
fits will be issued in connection with 
participating plans and insurance will 
be issued on substandard basis in all 
cases except modified life. Family in- 
come and family security riders may be 
attached to participating forms. 

All non-participating plans have been 
continued with the exception of some 
short term odd year endowments for 
which there was little demand and the 
ordinary life increasing premium forms. 
The 15, and 20-year term policies, con- 
vertible within 12 and 15 years, respec: 
tively, have been added, and also a 
double protection to age 60 form. All 
non-participating plans, except 5, 10, 15 
and 20-year term, will be issued on sub- 
standard basis. Some changes have 
been made in cash surrender values; 
all values at end of 20th policy year arc 
on net level basis, resulting in many 
increases. 


Other Changes Made 


The ordinary life ACO form is sub- 
stantially the same as before, premium 
rates being unchanged, but value o! 
coupons was reduced. In the past 
has been the practice to deduct from 
death claims any fractional premiums 
falling due during the remainder of the 
policy year in which death occurs, but 
this is not done in the new policy forms. 
Minimum premium that will be at: 
cepted is $5 and minimum policy issue¢ 
$1,000. Maximum limits are: Age: 
under 20, $25,000; 20-60, inclusive 
$100,000; 61-65, $50,000. Ordinary life 
endowment at age 85 and 20 paymen: 
life endowment at age 85 will have @ 
minimum $1,000 and maximum $2,499: 
commercial ordinary life; commercial 2 
payment life, life expectancy, 5, 10, 15 
and 20 year term, minimum $2,500. 
maximum $100,000; all other non-pat- 
ticipating plans $1,000 to $100,000 sub- 
ject to age limitations. Participating 
forms of modified life and term to ag¢ 
60 will be issued for amounts ranging 
between $2,500 and $100,000; all other 
participating plans will be issued 10 
amounts ranging between $1,000 an 
$100,000, subject to age limits. 

Premium rates and -non-forfeituré 
values on adult forms have-been carried 
down to age 10. Regular juvenile pol 
cies will be issued from birth to age 9 
Waiver of premium remains: practically 
unchanged except for awaiting. period 
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*‘Abraham Lincoln, A Great Friend of Little Children’”—a painting by J. C. 


Leyendecker for the Lincoln National Life Insurance Company. Copyright, 1987. 


Gilt 


Gifts 


CHILD likes to give. So does every adult worthy of 

his salt. But dads these days have so much giving 

to do, they sometimes postpone too long the most impor- 
tant gift of all—family security. The Lincoln National 
Life Salary Continuance Plan pays your family a regular 
monthly income during the difficult years of readjust- 
ment, should you die prematurely. It permits your wife 
to continue the education of your children—so vital to 
their little lives. Or it pays you a “salary” for life if you 
live beyond retirement age. And, it calls for but a modest 
deposit. This is a sound, safe, sensible family plan—ideal 


for all men. Ask your local agent or write us for details. 
(This advertisement appeared in the Saturday Evening Post of Sept. 18) 
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FORT WAYNE. IND. 





ITS NAME INDICATES ITS CHARACTER 





of six months. Double indemnity has 
been revised so coverage is granted on 
aviation accidents where insured is a 
regular fare-paying passenger over a 
regular route, coverage extending to age 
65 instead of 60 as before. 

Settlement options have been com- 
pletely revised on guaranteed 3 percent 
interest basis. An option has been in- 
cluded providing for payment of any 
given amount monthly until proceeds 
are exhausted. 

Rules regarding acceptance of non- 
medical business were revised. Maxi- 
mum age is 40 and maximum amount 
$3,000, except in case of a satisfactory 
medical examination within a_ year, 
where amount will be $5,000. In case 
of salary savings maximum amount re- 
mains $5,000 and maximum age 45. 
Married, widowed or divorced women 
will not be considered on non-medical 
basis; single women will be considered 
on same basis as men. 


Family Income Rider 


A family income rider is being added, 
providing for monthly income $10 per 
month per $1,000 from date of death, 
running 10, 15 or 20 years from date 
of policy issue, then face amount pay- 
able, 

In connection with insurance to ages 
55, 60 and 65 with retirement income, 
maturity values have been changed to 


correspond with settlement options 
which have been placed on 3 percent 
interest basis, For males, maturity 


value at age 55 will be $1,747, age 60, 
$1,556, age 65, $1,377; females, age 55. 
$1,902, age 60, $1,708, age 65, $1,519. 

Illustrative rates in the non-partici- 
pating department compared to the old 
rates, and the new participating rates 
are: 





Non-Participating Participating 
Ord. Life End. at 85 Ord. Life 
Age Old New Age New 
20...$ 14.61 $ 14.83 20...$ 18.33 
Sb... 22.17 22.48 Biers 26.78 
50. 39.38 40.30 50 46.30 
65 82.64 82.64 65 96.27 

Mod, Life (3) 
Prems. Ist 3 
20 Pay. Life End. at 85 ears 
20...$ 22.96 $ 24.15 20...$ 13.83 
35 30.81 32.03 BD\s.0:% 21.23 
50 45.98 47.62 BOs: 38.55 
a 82.64 82.64 C5 s:06 79.45 
Commerc. Old. Life 20 Pay. Life 
20...$ 18.48 $ 13.90 20...$ 28.27 
ae 20.82 21.42 85... 36.78 
BOe.. 38.08 38.75 BO sain 53.81 
Bas 79.88 79.89 BDie< 98.06 
Commerc. 20 Pay. Life 20 Year End. 
20...$ 21.388 $ 22.65 20...$ 48.38 
Se 29.29 30.59 35 50.60 
BOs. 45.03 46.14 50 59.84 
BB :x% 81.39 81.47 CBic<« 98.73 
Ins. to 60 with 
Ret, Income 
20 Year Endowment Male matur. 
20...$ 41.90 $ 42.89 val... $1,556.00 
BD ses 43.20 44.18 BU a: 30.08 
ee 50.95 51.87 SD .00 55.14 
GB... 82.64 82.64 50 160.71 
Ins. to 60 with Ret. Inc. Term to 60 
Male mat. Conv. to 55 
val..$1,458.00 $1,556.00 20...$ 13.05 
20... 22.64 24.69 ee 16.57 
Bec... 44.14 48.04 BOs 24.80 
50 136.18 145.41 
Life Expectancy 
20 sc. 9.98 10.03 
B5 626.0 15.30 15.30 
50 29.25 29.25 
60 49.70 49.70 
Juv. 20 Pay. End. at 85 
1....$ 20.20 $ 20.20 
5 19.23 19.23 
Disses 19.56 20.37 
Double Prot. to 60 
pets Serene 2.84 
BOs Batis. 30.87 
BU... sieve 47.59 
Union Complaint Filed 
PHILADELPHIA—Complaint over 


the alleged discharge of a union agent, 
Herman Brezlov, for union activities 
has been filed with the Pennsylvania 
labor relations board against the Eureka- 
Maryland Assurance by the Insurance 
Guild, Local 22, of the United Office 
and Professional Workers, C. I. O. The 
local has been in process of organiza- 
tion for several months, but apparently 
has no great membership. It is charged 
that Brezlov had been with the com- 
pany for 20 years. He is on the execu- 














tive board of the guild. The complaint 












President’s Son Named 
Assistant Agency Manage; 





















WILLIAM G. CADIGAN 


William G. Cadigan has been x. 
pointed assistant agency manager td 
Frank Russell for New World Life i 
northern California. He is the third sq 
of John J. Cadigan, president of Ney 
World Life, and is one of four salesme 
of the Cadigan boys, two of whom a: 
in the life insurance business. He ws 
born in Boston, and was graduated fron 
the Spokane schools and the University 
of Idaho. He graduated from the schod 
conducted by the Sales Research By 
reau at Del Monte a few years ago. 

John J. Cadigan always believed the 
best training for his boys was in the 
practical school, so W. 


was put in the field as a salesman ani 
assistant in recruiting salesmen. He was 


close to the selling force of New Worl 
Life. 





Life Insurance Courses 


Will Be Held in Milwaukee 


—_—_ 


MILWAUKEE.—Two life insurance 
classes will be conducted this semester 
at the University of Wisconsin’s Exten- 
sion building here by H. R. Doering, 
assistant professor of business adminis- 
tration. 

The course in life insurance funda- 
mentals, with Wednesday night classes, 
is designed primarily for students in- 
tending to take the first Chartered Life 
Underwriters examination. A study is 
made of the nature and uses of life in- 
surance, classification of premiums, rate 
making, industrial, group, and disability 
insurance, organization of companies, 
treatment of risks, interpretation of cor- 
tracts and the law pertaining to bene- 
ficiary nominations, life insurance as all 
investment as compared with other 
forms of investments, and business lile 
insurance trusts. 

Principles of life insurance will be 
taught Thursday evenings. In this course 
the university extension is cooperating 
with the Life Office Management As 
sociation by giving courses in the fields 
covered by its examinations. 

Among the topics discussed in this 
course are: History of life insurance, 
types of companies; plans and uses 0 
insurance; annuities; mortality tables: 
premium rates; reserves; dividends; pol- 
icy contracts; special forms of insurance; 
selection of risks; insurance investments: 
annual statement; organization of ite 
companies; home office organizatiot: 
governmental supervision and_ taxatioll 
of life insurance; legal phases ot life 
insurance. 





Morse in New Post 

Robert M. Morse has resigned, *% 
deputy insurance commissioner of Mich- 
igan to become state agent of new_Deat- 
born National Fire of Detroit. He has 
been connected with the Michigan de- 





is the first one involving insurance. 


partment 11 years. 


eptember 









































































school, q G. Cadigan, | 
after a training in office work as cashier, 


well fitted for the work and was movelff]| 
around the field in many territories. Hi} 
has an aptitude for field work and js 
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A Specimen of Some of the Earliest Life Insurance Advertising 
=> THE MONKEY BRIDGE %?-- 
= is IRREGULAR (CO-OPERATIYE), VS. 
7 | REGULAR LIFE INSURANCE, 
been ap. 
Nager tj 
| Life jg | 
third Son 
of Ney | 
Salesmey | 
‘hom ar: | 
He wa | 
ted from | 
Niversity 
1 sch | STHE STRENGTH j a i ad 
rch Be | iy Kai ONE  ommenaes, SAFETY: 
ago. 1 a } ABTHE LAST ONES 
ved thei! : meme 10 GO OVER, 
- n, a) mes (Se 
cashier i > ‘ DESTROYED. 
lan and So PI ms ‘ 
| oy QO. Vs 
He wasp | ' Ihde ; Ai it 5 
moved) i “ik Rar ¥ } ; bison - ee. is at 
es. Hell) é ; D Jam Les VONSRIRE St BOSTON 
and sill prs: JRANGE:IN ITS BEST USE IS A BRIDGE FOR OUR OWN 
World| CONVENIENCE OR THE PROTECTION OF OTHERS. 
| I" the days when assessmentism had a firm hold on a part of Since there are still many people fascinated with assessment 
ree | the insuring public, Mr. James T. Phelps, vice president and schemes, the monkey bridge remains a pertinent piece to show 
| Boston general agent of the National Life Insurance Company any prospect who does not realize the difference between legal 
urance (he, like the company, a native of Vermont) distinguished himself reserve and assessment life insurance. 
me ek nest dene aa 
“ap in life insurance advertising, both institutional and merchandising. Mr. Phelps was famous also for his 'Sayings,"’ fresh each day 
ering, in the newspaper, concise and epigrammatic, always conveying 
minis: Frustrated in an effort to sell National Life insurance to a : : is eee ; 
a ou ° e roTectiv ! INSTITUTE 
thought of the protective service of the institution of life 
funda- ie || prominent bridge-builder because the bridge man was infatuated ‘aie 
; insurance: 
lasses, i s i : . Phel the f, k eee 
ts in- | with essessment insurance ee ne re ienicuun se "One little realizes how much suspenders have to do with our 
F i i ionstrate t+ iori weld 
| ite | bridge noel to demonstrate the superiority of lega appearance in society. The same with life insurance, it is an 
idy 1s ite i . " 
rag in- neni ee Gamnes extra brace to hold the family together. 
+ ity With his pencil he constructed a bridge, solid and enduring, "Why so many agencies? Because we are in competition 
ibility ‘ i 
anies, each stone of the substructure representing some element of with death, whens agencies are numberless and whose agents 
- sound insurance, and the superstructure exemplifying substantial never sleep. 
bene: - : ; , "The uninsured are in no more peril than the insured, but 
aS all insurance service. In contrast to this he drew a bridge con- . a ys 
other fii alla ian , . : sneak ‘ their families are. 
le m, w e caption, : ; = , ‘ 
s life | sisting ot a Chain of mon ” ere ac ” m P F “It is a compliment to be solicited to insure. It is proof that 
Lb | | If one monkey changes his mind, the bridge is destroyed. some one thinks you are of some value and use in the world. 
aa | | This monkey bridge attracted wide attention at the time, and You may rest assured that if you are not, life insurance com- 
ating | was successfully used by other insurance men in combating panies do not want you." 
| assessmentism. "Will your widow dress as well as your wife does?’ 
l Ni] 
| 
this 
“ge | (Send for booklet “The National”’—a Short Story) 
sles; 
pol- & } 
©] NATIONAL LIFE SSv8% "286,980 VERMONT 
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Since 1913 The Connecticut Mutual has retained and 
distributed the proceeds of its policies, when requested, 
under agreements containing trust provisions. 


To help Company representatives present the impor- 
tant subject of trust agreements, two new pieces of sales 
literature have been published. 




























The first simply highlights the important reasons for 
using The Connecticut Mutual's trust agreement. 


The second explains in detail that the functions of The 
Connecticut Mutual Life Insurance Company go beyond the 
mere creation of an estate and include its conservation and 
distribution as well. The booklet also points out the several 
definite advantages which the trust agreement has over the 
contractual agreement. 


Wate 


Connecticut MUTUAL LIFE 








Appointed Agency Assistants 





M. P. DICKENSON 


M. P. Dickenson and John E. Hartigan have been appointed agency assistant 
at the home office of the Equitable Society. Both have demonstrated their abilit 


in agency field work. 


JOHN E. HARTIGAN 











Oklahoma Issue Over 


Perfection Endowment Form 


A three-judge federal court at Okla- 
homa City heard arguments on a case 
involving constitutionality of an order 
of Commissioner Read of Oklahoma pro- 
hibiting the Liberty National Life of 
Alabama from selling “perfection endow- 
ment” policies in Oklahoma. 

Mr. Read issued the order after the 
Oklahoma legislature amended the retal- 
iatory law to prohibit foreign companies 
from writing in Oklahoma business that 
was closed to Oklahoma companies by 
the laws of their home states. The 
Liberty National claims the amendment 
does not apply to companies selling this 
class of business before such regulation 
became effective. Sixty days were al- 
lowed for filing briefs. 


PROMOTE DUAL PAY FORMS 


The action in Oklahoma calls atten- 
tion to the fact that there has been an 
increased amount of promotion of so 
called dual pay policies particularly in 
Oklahoma and Arkansas. Those are two 
states in which companies have been 
permitted to sell such contracts more or 
less without hindrance. Application has 
‘been made for permission to sell such 
insurance in other states, but most of 
these requests have been turned down. 

Most of the companies selling dual pay 
policies undertake to set up groups of 
26 policyholders each. Each assured is 
assigned a number. He purchases a 
regular ordinary life or endowment at 85 
policy. In addition he buys a cheaper 
contract. The No. 1 assured has the 
preferred position. When and if any 
other member of the group dies, the No. 
1 man gets the proceeds of the second 
portion of the deceased’s insurance. The 
beneficiary of the deceased gets the pro- 
ceeds of the first portion. After the No. 
1 man has received such a payment, the 
No. 2 man is placed in line to receive 
the benefits upon the death of any other 
member of the group. If the No. 1 man 
should be the first to die, the No. 2 man 
gets the benefits. 

One of the principal criticisms of the 
plan aside from the lack of apparent in- 
surable interest is the unlikelihood of 
these groups being completed. It might 
be easy enough to sell contracts to those 
that get the first half dozen numbers 
or so, but the plan would have little ap- 
peal to those in the 20s for instance. 
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A number of Arkansas and Oklahoma 












companies have been selling these con 
tracts and there has been some feelin 
between the two states on this account 









Two Are Given Offices 


E. D. Slater, home office supervisor 
American National, Galveston, Tex., ha 
become manager in Jackson, Miss| 
where he formerly was manager. In thi 
past he was general agent Americar 
National in Mobile, Ala. C. K. Dean 
home office supervisor, was appointet 
general agent in Tulsa, Okla. He started 
in life insurance work in 1921 as a 
agent in Chandler, Okla., for the Cen 
tral States Life, in 1922 became suner- 
visor, then in 1924 associate genera 
agent in Salina, Kan., and 1925 general 
agent. In 1928 he became home office 
field supervisor, in 1929 general agent 
Penn Mutual in Wichita, Kan., then 
from 1931 to 1936 manager Occidental 
Life, Denver. 
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J. H. Kaplove, assistant manager 0 
the Newark ordinary agency of the Pru 
dential, of which E. N. Van Vliet is 
manager, celebrated his 25th anniver- 
sary with the company Sept. 16 and 
was presented with a service emblem by 
R. E. Wilkins, supervisor of ordinary 
agencies. Mr. Kaplove has led the 
agency in production for the past fou 
years. 





Claris Adams, president Ohio State 
Life, will be the toastmaster at a state- 
wide rally of Republicans in Bay City, 
Mich., Sept. 18 in commemoration of 
Constitution Day. Mr. Adams Sept 1 
will speak at a rally of the Michigan 
League of Republican Clubs, of which 
he is past president. 





S. D. Drown, director Colonial Life 
and formerly for many years a member 
of the executive staff, died at his sum- 
mer home in Ocean Grove, N. J. ~ 
a long siege of ill health. He retire 
in 1934 due to this cause. He went with 
the company in 1898, previously having 
been in the Prudential’s home_ office 
staff. For many years he held impor 
tant posts in the Colonial Life, being 
secretary when he retired. 
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L.U. NEWS 


N CHICAGO PARTY OCT. 7 


President Earl M. Schwemm of the 
Mhicago chapter of C. L. U,, Illinois 
nager, Great-West Life, has ap- 
inted a special committee in charge 
the annual fall party. D. M. Phipps, 
Wycational director Continental Assur- 
nce, is chairman, other members being 
G. Walters, Penn Mutual; Dave 
wwson, Mutual Trust Life; Woolf 
yon, Metropolitan; R. R. Reno, Jr., 
witable Society, and W. C. Butler, 
wankers’ Life of Nebraska. The party 
il be held Oct. 7 at the Hotel Sher- 
an. It will be a dinner, open only to 
-L, U. members. New C. L. U.’s 
il be welcomed and presented di- 
lomas. There will be an_ entertain- 
ent program. 

























0YD NEW SEATTLE HEAD 


W. N. Boyd, Aetna: Life, has been 
amed president of the Seattle C. L. U. 
hapter, succeeding J. P. Mulder, mana- 
rer Mutual Life of New York. H. S. 
Rell, general agent Equitable of Iowa, 
was elected vice-president and G. D. Mc- 
Nelly, California-Western State Life, 
ecretary. Dr. David McCahan was the 
guest speaker. 
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STUDY CLASS IN KANSAS CITY 


AC. L. U. class is being organized in 
Kansas City. H. C. Booker, A. M. Em- 
bry agency of the Equitable Society, 
heads the committee in charge. O. C. 
‘Neibel, Penn Mutual, will teach the class 
for his seventh consecutive year. The 
Fcourse is in preparation for the fifth ex- 
amination and will cover principles of in- 
‘vestment, corporation management and 
finance, banking and life insurance as an 
investment. The annual election of the 
fKansas City C. L. U. chapter is being 
“held this week. 
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HOUSTON CHAPTER ELECTS 


H. V. Jackson, C. L. U., assistant 
Texas state manager of the Northwest- 
ern National Life, has been elected 
president of the Houston C. L. U. chap- 
ter. He succeeds Sam R. Hay, Jr., 
Great Southern Life. Clarence Darling, 
Connecticut Mutual, was elected vice- 
president and Roy Cox, Provident Life 
& Accident, secretary-treasurer. 


In the Field With Old 


lronsides 













(CONTINUED FROM PAGE 2) 
alert enough to remember that they were 








er off positively not to raise their hands, when 
Pru-f the inevitable showing of hands was 
iet is called for. Not one of them did. They 
aiver- fF had been well instructed. Dr. Warring- 
and ton concluded quickly with a brief, “I 
m by § thank you,” walked over to where Miss 
inary Stevens was sitting, and asked if she 
the F would not accompany him to the ante- 
four F toom adjoining Mr. Horton’s office. 
Get Order for 28 
; Safe within the walls, he had Miss 
tate tevens sign the already stamped order 
tate- B blanks for 28 copies of “Salesmanship 
ty, f Down Through the Ages,” one for each 
of agent who had been bored by his tire- 
t 17 § some harangue. Mr. Horton was still 
gan § at the telephone. “This is the first time 
nich BF I can ever remember the men all order- 
ing anything like this,” Miss Stevens ob- 
served, “but not one of them put up his 
33 hand to say he didn’t want it.” To this 
ife § Piece of intelligence Dr. Warrington 
ber § Made no reply. He merely tucked the 


im- order carefully into his inside coat 
ter J Pocket, accompanied his words of thanks 
to Miss Stevens with a courteous bow, 
ith — and was gone. 

At the parking lot where she had been 
carefully instructed to meet him, the 
r- fF beauteous Mrs. Warrington was at the 
ng — Wheel of the Warrington family car with 
the motor running, when her bread win- 
ner arrived. “Get going,” he said short- 











market for life insurance, having plenty 
of money, and wanting him to come over 
to see him. It’s the best one to use. 
There hasn’t been one of them yet that 
hasn’t swallowed it.” 

“Yes,” Dr. Warrington summed up, 
“it’s sure fire, it’s legal and it’s a living.” 


ly, “step on it.’ Mrs. Warrington 
obeyed. As they got started, Dr. War- 
rington remarked, “He must have gone 
for you in a big way. He certainly kept 
his ear glued to that telephone.” 

“He did,’ Mrs. Warrington agreed. 
“T finally had to hang up on him, so I 
could get over here to meet you. When 
I got your call, I waited the usual 10 
minutes before telephoning. I gave him 
the line about my husband being in the 





R. S. Edwards, Chicago general agent 
Aetna Life, is in the east on a business 
trip and will return with members of 








his family who have been vacationing 
there. 


Menge with Lincoln National 


Walter O. Menge, associate professor 
of mathematics at the University of 
Michigan, has been appointed associate 
actuary of Lincoln National Life. He 
takes the place of W. A. Jenkins, who 
has gone with the Teachers Insurance 
& Annuity. 
























Four BILLIONS 


More than one milestone has been 
marked by the John Hancock Mutual 
Life Insurance Company in 1937. Our 
Seventy- fifth Anniversary year has also 
seen the achievement of the four billion 
dollar mark in insurance in force. 








A half million dollars life insurance on 
the lives of less than 300 policyholders 
was in force on the books of the John 
Hancock at the end of its first year of 
business. Caring for this trust was a 
task met with a keen sense of responsi- 
bility by the little group of men who 
founded this Company. 


No less does an organization dependent 
on the skills and the integrity of many 
men and women, feel its responsibility 
to the five million persons who today 
entrust to it a four billion dollar estate. 





JOHN HANCOCK MU TAL LIFE INSU RANCE COMPANY 


BOSTON. MASSACHUSELIS. YW ECO, Presiden: 
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Fidelity Mutual Leaders 
Convene at Virginia Beach 


Gather from 37 States—Presi- 
dent Talbot Gives Welcome— 
Sales Methods Explained 





The Fidelity Mutual Life’s Leaders 
Club met at Virginia Beach this week. 
Agents from 37 states were greeted by 
President Walter LeMar Talbot. Frank 
H. Sykes, vice-president and manager of 
agents, presided. J. E. Fitzgerald, San 
Francisco, president of the Leaders Club 


























































































WALTER LE MAR TALBOT 


for the third time, discussed, “Why Be 
Satisfied with Averages?” C. T. Fedde- 
man, agency assistant, talked on “The 
Tops,’ Sidney Rice, Indianapolis, 
“Where to Go.” Mr. Rice is a leading 
advocate of continuous production and 
has been an “App a Week Club” pro- 
ducer for more than 200 weeks. He is 
second vice-president of the Leaders 
Club. 

E. H. Schaeffer, Harrisburg, Pa., dis- 
cussed, “The Struggle for Security”; 
Paul Wechsler, Philadelphia, “Uses of 
the Fidelity Planning Blank,” and C. B. 
Metheny, Pittsburgh, “Why Kid Our- 
selves.” 

A sales demonstration was given by 
KE. M. Horn and F. Stoneking of 
Harrisburg, Pa. 

Life insurance tax problems were dis- 
cussed by M. E. Watson, Boston; L. C. 
Burwell, Jr., Charlotte, N. C., answered 
“Prestige! How? So What?” Short 
talks were given by other leading agents, 
C. H. Jones, Columbia, S. C., concluding 
with “What’s It All About?” 

A special managers conference was 
held, covering recruiting, training and 
other managerial problems. 


Keep Costs Down 


Life insurance is taking advantage of 
every efficiency and economy to meet the 
rising cost of doing business, said Presi- 
dent Talbot. Every effort is being made 
to ward off the widely accepted conclu- 
sion that insurance must cost more in 
the future. However, there is one im- 
portant element of cost with which com- 
panies are unable to cope—the increasing 
burden of taxation, said Mr. Talbot. The 
cost of government is steadily rising and 
the great pools of capital held by insur- 
ance companies are being eyed by those 
who must provide the funds for the in- 
creasing expenditures. The insurance 
assets belong to the people and only by 


= 











RECORDS 


Equitable Life, Ia.—Recording the 
largest August paid total since 1929, it 
increased its series of successive gain 
months to seven. The total volume paid 
for in August, including annuities, was 





222,412 or 26.8 percent. The gain for 
the year to date is $3,382,117, or 8.9 per- 
cent. New life insurance paid for in 
August was 20.2 percent greater than in 
1936. 

J. H. Hilmes of the Des Moines 
agency led all agents in personal paid 
production in August with $133,433. 
G. H. Simons, since 1928 a member of 
the Seattle agency ranked second with 
$97,475, and W. B. Strief, Des Moines, 
was third with $76,680. 

National Life, Vt.—It reports for Au- 
gust a 15 percent increase in paid new 
business over the corresponding month 
in 1936. It also reports another sub- 
stantial gain in insurance in force. 

Fidelity Mutual—It registered, at the 
end of August, the 14th consecutive 
month of gain in new and paid business 
over the corresponding month of 1936. 
On a 12-month basis this gain amounts 
to 13.5 percent. Net terminations were 
75 percent of those in August, 1936. The 
mortality experience both in August and 
for the year to date has been favorable. 


Reliance Life—New business totaled 
$5,031,072 in August, the largest amount 
for the month in six years, and a gain 
of 36 percent over August, 1936. A fea- 
ture of the drive in honor of President 
A. E. Braun was the writing of $1,285,- 
038 of business Aug. 3, in a special spurt 
sponsored by the Century Club. 


Connecticut Mutual Life—With 42 
agencies showing an increase new paid 
life sales amounting to $7,092,557 for Au- 
gust, an 8.2 percent gain. Total paid 
business for the eight months is $63,- 
717,238, 10 percent ahead. A $2,080,372 
gain in insurance in force was made in 
August, bringing the total gain up to 
$27,560,441 or $1,754,968 more than the 
gain for all of 1936. The total insurance 
in force is now $967,522,650. This gain 
is in part due to the excellent decrease 
of $6,259,927 in terminations thus far in 
1937, 








ance be safeguarded against tax raids, 
said President Talbot. 

Insurance in force in 14 months in- 
creased $6,738,152, being $362,372,909 
Aug. 31, Mr. Talbot said. Net termina- 
tions the first half year were the lowest 
in recent years, being only 3.3 percent of 
business in force Jan. 1. This was about 
three-fifths of the average rate for 1931- 
35. A very low first year lapse ratio 
was noted, 16.8 for a period ended July 
31. Mortality is unusually favorable. 
Throughout the seven depression years 
assets increased an average of $3,354,528 
annually. Surplus increased $2,209,573 
in the seven depression years, compared 
to $3,006,100 in the previous seven years. 





Push Savings Bank Insurance 


The National League of Savings Bank 
Insurance has been incorporated with 
I. P. Mantz, Des Moines actuary, as 
president, and Clarence Cosson, secre- 
tary-treasurer. 


Its purpose is to promote state legis- 
lation authorizing savings departments 
of banks to do life, health and accident 
insurance business and to write annu- 
ities. It is the parent organization of 
others now being formed in 12 other 








arousing a militant public can life insur- 


states, according to Mr. Mantz. 



















HAVE YOU AN OPENING IN 


York 
married. 
General agency preferred. 


NORTHERN NEW JERSEY? 


In a Managerial or Supervisory position for a man with many years selling experience in New 
City, and northern New Jersey—Montclair—The Oranges—Newark—and Vicinity. 


Christian, 


Desire worthwhile position and genuine opportunity to advance with progressive company. 


ADDRESS G-42, NATIONAL UNDERWRITER 


Agent Needs Fund of Vivid 
Ideas to Stir the Prospect 
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By HELEN SUMMY 


(Miss Summy, who addressed the 
women’s division meeting at the recent 
Denver convention of National Associa- 
tion of Life Underwriters represents Equit- 
able Life of New York in St. Joseph, Mo.) 

Life insurance salesmen are concerned 
with getting across to a prospect the 
mental image or picture of the marvel- 
ous services to him and his family to be 
rendered by the great life companies. 

Salesmanship consists in convincing 
the prospective buyer of the value of 
the goods or services shown him and 
their utility to him. To the purchaser 
of life insurance the utility of the com- 
modity is deferred to an indefinite time 
in a distant future, and maybe to a time 
when he cannot be there to see it put 
into operation. We have to make the 
future operation of our services seem 
so vivid and real that the prospect is 
willing to forego present pleasures and 
expenditures for future comfort and se- 
curity. We do this with sales ideas, 
word pictures, describing a future for 
him and his family with the services of 
life insurance in operation in comparison 
to a future without such services. 

Every idea should have a conscious 
sales appeal. The approach, presenta- 
tion, close—each is a step in getting the 
idea so firmly planted in his mind that 
he will not only be sold but stay sold. 

The approach should be arresting, ef- 
fective, provocative of interest. We in- 
terest the prospect with an idea prompted 
by the general need of men and women 
for financial security when their earning 
power stops. Here are a few approaches 
which I have found get interviews: 


Why Are You Saving Money? 


“Why are you saving money?” 

“Are you insured against living too 
long? We have a mortality table to 
show how soon people are going to die 
and also an annuity table to show how 
long they are going to live. 

“If you were going on a year’s jour- 
ney, what is the smallest amount of 
monthly income you would leave your 
family to get along with?” 

“Have you had your life insurance ap- 
praised? 








NEWS OF WEEK 


_ Progress in eliminating unfit agents 
justifies more emphasis on positive side, 
declares Vice-President Johnson of Na- 
tional Association of Life Underwriters. 

2 Pagel 





* *k 
_ Complete programs for annual meet- 
ings of A. L. C. Financial and Industrial 
Sections in Chicago Oct. 12 are an- 
nounced. Pagel 
* * 


Insurance Advertising Conference re- 
elects Arthur A. Fisk president at Briar- 


cliff, N. Y., annual meeting. Pagel 
* * & 

The Life Insurance Sales Research 

Bureau, at its annual meeting in Chi- 


cago, will give a report on a new study, 
“Presenting the Job.” Page 3 


* *K 


New participating department with 3 
percent policies to be opened Oct. 1 by 
Continental Assurance; nonpar_ rates, 
forms revised. ae Page4 


Audited circulation of insurance pub- 
lications beneficial to all concerned, 
“Forbes Magazine” man tells Insurance 
Advertising Conference. Page 4 
* * * 
International Claim Association holds 
annual meeting at Swampscott, Mass. 
Page 3 
* *K * 


The Pennsylvania State Association of 
Life Underwriters will hold its annual 
managers’ and supervisors’ congress at 
Hershey, Oct. 1-2. om Page 18 


_ Modern Woodmen of Rock Island has 
joined the National Fraternal Congress. 














Page 22 





emergencic 
“You probably bought your home ,mguarantce 
much for your family as you did jqmold 48° 
yourself, didn’t you? Would you y 
rmeesaraaee a yust Be | 
them to live in it after you are gone’ 






































If you have been successful in hurling A salesr 
an idea at the prospect which hits ay did sales- 
we are ready to present our real ma other for ¢ 
we are granted the interview. The mo yecessfu 
valuable possession of any life unde The 
writer is his fund of sales-ideas. The wth this 
give him confidence and poise in an jp, nation, cle 
terview, for, no matter where the pros voice. 
pect’s reasoning or whims may car Enthusi 
him, the salesman has a ready responslf:4j selling 
They win the confidence and respect of rough 
the prospect whether the case is closej the inten: 
on that interview or not. “|magin 
Analyze Existing Insurance > 

The most effective course to folloy caice 
in an interview is to analyze the ingy. of make 
ance the prospect already has, then «i A clea 
show him what it will do by stretching only be 
it out as far as possible with income se heen giv 
tlements. He cannot help but realize hoy jdeas_ an 
inadequate his present insurance is if | do not 
doing what he wants done for his family <ales talk 
and himself. Several times I have hail tice with 
a prospect say, after seeing the pictur ys have 
of his present insurance, “Why, my jamf® Many 
ily could not live on that income. Let: portant 
add another $50 a month tor them, a cale. 
least until the children are out of school’ stryment 
You don’t have to sell him. He bw as such. 
that additional income. his voic 

Insurance programs that use settle B wants .t 
ment options make clients out of owl the pros 
policyholders and change us from agent} afford t 
to life insurance counselors. Phy. We 

Sales ideas to close cases, fall into if we a 
three classifications: (1) illustration, (2\F jnflectio 
third party influence, (3) application of pathetic 
= idea to solving the prospect’s prob place. 
em. 

The greatest teacher in the world used 
parables to illustrate his point, Nature App: 


teaches her lessons through experience 
These two methods cannot be improved. 
When I am talking to a woman prospect 
for income insurance. I like to tell of the 
experiences of other women who are 
now drawing their income from that 
source. 


Sunday School Nickel Lost 


Here is a story to tell a prospect who 
just can’t afford to put anything in insur 
ance now. His club dues, automobile, 
week-end trips, and cigarettes take all 
of his spare money. A Sunday school 
teacher recently told men that she was 
teaching a class of small boys. When 
it came time to take up the collection a 
lad went through his pockets and then 
looked up with concern in his voice, as 
he tearfully said, “When I left home ! 
had two nickels—a Sunday school nickel 
and an ice cream cone nickel—and I've 
lost my Sunday school nickel.” — The 
adult of today does not do much better 
in placing a relative value on nickels, of 
even dollars. 

The prospect likes to know that some 
one else for whose opinion he has fe 
spect has approved of the idea you are 
presenting to him. It may be the banker 
or his employer or a fellow worker, of 
someone in the same profession. 


Cold 


——— 








The sales-idea may be presented in Fey 
the form of visual selling—a graphic upon 
picture that is more eloquent than any- Bake: 
thing we may say. Or we may paint 4 John 
mental picture in words—a picture of his setts 
family when the husband and father erg 
gone; a fatherless son struggling to g¢ out | 
an education; his widow living with her many 
son-in-law because she has no indepet- to n 
dent income; a pathetic, defeated, pent mak 
less old man, living a lonely life, um enter 
wanted, in a home that belongs to 3 conf 
newer generation. It should not be dif- and 
ficult to make the mental picture so vivid H 
that the prospect will see himself as the a 
old man 30 years from now. Isn't tt inter 
thrilling to be in a business where We bein 
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, 
reentire picture can be changed? How, 
he is no longer here to provide for 
- Joved ones, monthly checks will be 

to his family, money will be guaran- 
eed to meet his son’s expenses through 
college; how his wife may live in inde- 
yendence; and better still, if no such 
emergencies arise, the same money may 
garantee his own happy independent 
oid age? 


Must Be Convincing 













A salesman may have dozens of spen- 
{id sales-ideas tumbling all over each 
other for expression and yet fail to make 
successful closes. He must be convinc- 
ing. There are several ways to accom- 
plish this—through enthusiasm, imagi- 
nation, clear presentation and a pleasing 
voice. 

Enthusiasm must accompany success- 
ful selling. A sale is often made entirely 
through the force of enthusiasm and 
the intensity of conviction. 

Imagination is something to be culti- 
yated. We should dare to get sentimen- 
tal sometimes and certainly we should 
practice taking the prospect into the land 
of make believe. 

A clear presentation of an idea can 
only be made after much thought has 
been given to the proper sequence of 
ideas and effective expression of them. 
I do not believe in the use of “canned” 


sales talks, but I do think frequent prac- | 


tice with a wife or fellow agent makes 
us have more confidence. 

Many people fail to realize how im- 
portant the voice is in completing a 
sale. The voice is really a musical in- 
strument, and we should learn to use it 
as such. We have one agent who drops 
his voice to almost a whisper when he 
wants .to make his last climax and tell 
the prospect confidentially that he can’t 
afford to let such a chance as this pass 
by. We don’t have to be dramatic, ‘but 
if we are to paint mental pictures, the 
infection of the voice can make them 
— impressive, or just common- 
place. 





App-a-Week Producer Is 
Cold Canvass Advocate 














HAROLD K. BAKER 


Few app-a-week producers depend 
upon cold canvass as does Harold K. 
Baker, one of the leading agents of the 
John Dingle general agency, Massachu- 
setts Mutual Life, Chicago. Most agents 
find it necessary to have a well worked 
out prospecting plan; to make a great 
many calls and interviews, in order not 
to miss a week. Mr. Baker, however, 
makes comparatively few calls, but he 
enters every interview determined and 
confident that he will sell a policy then 
and there. ; 

fe is a one interview salesman. If 
he misses in the first interview he loses 
interest in that prospect for the time 
being, for the man has been given a 
thorough exposition of life insurance 








fundamentals, his needs have been dis- 
closed and a definite life insurance pro- 
posal made. He does not, he says, high 
pressure the prospect, but presents the 
problem so clearly that the man wants 


to buy. Mr. Baker says he makes no 
conscious effort to close a case. He 
does what is necessary to make the 


prospect sell himself. 

In this connection, the man’s problems 
are fully discussed, possible solutions 
other than life insurance studied. Mr. 
Baker remains disinterested and by in- 
direct salesmanship leads his prospects 
to a realization that life insurance i 
the only answer. 

Mr. Baker has an app-a-week record 
of five years. It possibly would be 
longer if he had not formerly been a 
general insurance broker. In the five 
years he put in force about 700 policies 
for a total of $1,600,000 insurance, and 
last year, some 115 policies for $400,000. 
His production curve is steadily upward 
and he has the earmarks of a poten- 
tially great producer. He led the agency 
and Chicago territory in number of pol- 
icies last year, in one week writing ten 
and a week in August, 1937, he wrote 
seven. His average last year was over 
two a week, and the five-year average 
is about 2.7 policies weekly. 


iS 





Exline Columbus, O., Manager 
Succeeding Charles Garvin 


F. M. Exline, assistant manager at 
Chicago for the Connecticut General 
Life, has been transferred to the Colum- 
bus, O., branch, succeeding as manager 
Charles Garvin. Mr. Garvin has been 
manager there for many years. 

Mr. Exline has been connected with 
the company for several years, starting 
as agent in Charleston, W. Va., under 
General Agent Roy Pixler. He went to 
Chicago as manager in the fall of 1936. 
Before entering the business he was in 
a bank. 


Would Appeal Cosmopolitan Case 


LINCOLN, NEB.—Insurance Direc- 
tor Smrha has asked authority from the 
district court to use securities of the 
Cosmopolitan Old Line Life, of which 
he has charge, as a deposit upon which 
he could base an eventual appeal to the 
supreme court from a recent decision of 
a Saline county court against the com- 
pany. The suit is one where the court 
held that the company waived the right 
to invoke the provision for lapsing a pol- 





icy for non-payment of premiums, in ar- 
rears for 18 months, when it accepted 
one month’s premium just before the 
policyholder died. The supreme court 
recently held that a lapsed policy carries 
no cash surrender value, and the attor- 
ney for the department seeks a ruling to 
the effect that where a policy has been 
lapsed no death benefits need be paid. 





Waddle Oregon Manager 


Gene Waddle, who has been acting 
Oregon state manager of Occidental 
Life of Los Angeles since last March, 
has now been appointed mandger. 


Texas Agents at Camp Session 


More than 80 agents of the North- 
western National Life, and their fami- 
lies, attended the Camp Waldemar con- 
ference conducted by Homer G. Hewitt, 
manager of the Texas state agency. W. 
F. Grantges, director of agencies, and 


Dr. Carl Anderson, assistant medical 
director, were present from the home 
office. 


Henry Zoercher, 75, for many years a 
leading ordinary agent of the Western 
& Southern Life in Detroit, died in Cin- 
cinnati. He went with the company in 
1920, retiring three years ago. 
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is so helpless as a Nether 


This illustration and caption are taken from the opening advertisement in NWNL's new series of advertisements in its 


national advertising program. A copy of this picture, in full size, will be sent gladly upon request. 


Northwestern National Life Insurance Company 


O. J. Arnold, President ¢ 


Minneapolis, Minnesota 
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be made sure. When he has established 
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Life Companies’ Agricultural Contribution 


As one reads the substance of the ad- 
dress that Vice-president S. F. West- 
BROOK of the AETNA LiFe gave before the 
agency convention of his company, he can- 
not but be impressed with what life com- 
panies have done in taking over farms. Mr. 
WESTBROOK recited in a very graphic way 
the accomplishments of his company when 
it found that it was in the farm owning 
business and had on its hands some 3,200 
farms, scattered over all sections of the 
country. 

The Aetna Lire’s experience is com- 
mensurate with that of other companies 
that made farm loans. Some had more 
farms and some less. The alert, far-seeing 
life companies felt that it was necessary 
first, to get these farms in marketable 
shape, and next, to carry on farming in a 
business-like, scientific manner. It is well 
known that many farmers are not business 
men and failure to reach the desired end in 
that occupation is largely due to the fact 


Getting Part of That Dollar 


From time to time sales managers urge 
their men in the field to get their just 
proportion of the policyholder’s dollar. 
One of the magazines recently refused 
to publish some advertising copy in 
which there was shown a scramble for 
that segment of the silver dollar which 
each salesman felt should belong to him. 
Once in awhile we hear life insurance 
agents exhorted to put forth every effort 
to get their just percentage of this won- 
derful dollar. 

In our opinion this unseemly scramble 
so far as life insurance is concerned is a 
great mistake and leaves a bad impres- 
sion on the owner of the dollar. He be- 
comes the center of a scramble. Here 
are 100 different people clawing him, en- 
deavoring to induce him to part with 
these very precious segments and finally 
he has little or nothing left. The intro- 
duction of instalment buying has aug- 
mented this pursuit because the defer- 
red payment plan opens the way for 
more selling. In the early days a person 
felt justified in buying a home and giv- 
ing a note. At that time people, however, 
were not supposed to buy anything until 
they had the money in hand or had 
earned it. Instalment buying reaches out 
to the future and mortgages earnings 
far ahead. 

This scramble has nothing to do in our 
opinion with life insurance. People are 
being sought to spend their dollar for 
this, that and the other, representing 
necessary things and many luxuries. Life 
insurance does not take away any part 
of a man’s dollar to return something 


that the agriculturist is not a master in his 
own calling. 

If the life companies have done nothing 
else they have given demonstrations to 
farmers that a regular business procedure 
should be followed. They have showed 
what can be accomplished by employing 
modern methods, being economical and yet 
progressive. They have been experimen- 
tal, so to speak, in many ways. In the 
long run, we should say that the life com- 
panies have made a distinct contribution 
to American farming pursuits during this 
depression period when they found them- 
selves in the farming business. 

Naturally companies in making new 
farm loans are far more exacting and con- 
servative. The mortgages now being en- 
tered into are based on values as they 
should be. Farmers have learned much by 
watching the methods life insurance com- 
panies employ in operating their proper- 
ties. 


to be consumed or worn or looked at. 
A man must deal with life insurance 
very much as an investment. It is one 


form of creating an estate. The money 
that he sends to his life insurance com- 
pany is simply deposited with the com- 
pany that acts as trustee. The only part 
that might be said to be in the nature 
of an outlay is the expense loading. That 
is a small proportion comparatively. to 
the saving fund that is being created. 
Therefore the life man is not attempt- 
ing to use high powered salesmanship 
or hypnotism in the effort to grab any 
particular segment of the dollar. The 
approach of the life insurance man is one 
of thrift. He offers a plan for saving 
part of the dollar and not spending it 
all. He has an eye on the rainy day 
ahead. The life insurance savings fund 
differs from other investments in that 
in case of death the face of the policy 
comes into fruition. If a person is buy- 
ing a bond, for instance, and has only 
paid for one-fourth and dies, then his 
estate or beneficiary must pay for the 
rest. There are different plans for cre- 
ating an estate. The life insurance 
method is the safest and surest. 
Therefore, in a very matter of fact 
talk it is always well to say to a pros- 
pect that whatever method he adopts to 
create an estate it is wise to decide just 
what he can save for life insurance and 
then use any excess for other estate pro- 
grams. He can well decide for himself 
just how much per month he desires to 
have as income for his family in case of 
his death. That it seems to us should 


his life insurance savings plan, then of 
course it is meet that he should aug- 
ment it with some other method of a 
more uncertain and speculative nature. 
It would be better for all concerned if 
what the average person spends in other 
investment lines could be placed in the 


More and more colleges are realizing 
the importance of instituting insurance 
courses. Much momentum has been given 
to this enterprise by the C.L.U. movement. 
Those desiring to take the C.L.U. exami- 
nations may have lost to some extent the 
habit of real study. They prefer that their 
reading be definitely directed more or less. 
While they can take the textbooks, read 
them and in a way digest them, a regular 
course in a college, either being followed 














life insurance fund. That, howey, 
seems impossible because people in ge 
eral desire to own something that ; 
really tangible in the way of an inyey 
ment. 

Let us get away from the rabble, hoy 
ever, who are out to grab some segme 
of the person’s dollar. 


College Courses on Insurance 


by personal attendance or by a correspon. 
dence plan means studying along a charte 
course. 

Among the most recent announcement; 
is the establishment of an insurance cour 
in the Boston UNIverRSITY COLLEGE 
BusINess ADMINISTRATION. Life insyr. 
ance men who are alert to the advantage 
of a course of this kind cooperate yer 
potently and efficiently in keeping it on, 
high level. 








PERSONAL SIDE OF BUSINESS 





Guy C. Macdonald, associate editor of 
the “Insurance Field” in San Francisco, 
was married there to Mrs. Jessie G. 
Fouke of San Francisco. 





Heber J. Grant of Salt Lake City, 
president of the Heber J. Grant & Co. 
general agency, the Utah Home Fire 
and the Beneficial Life, returned Sun- 
day from an extensive tour of Europe 
accompanied by his private secretary 
and some relatives and friends. 





Commissioner C. K. Withers of New 
Jersey is said to be slated for the presi- 
dency of the Lincoln National Bank of 
Newark, to succeed the late Franklin 
W. Fort. He was an insurance man 
before becoming commissioner. 





Walter Mast, Los Angeles manager 
of the life, health and accident depart- 
ment of California Agencies, state gen- 
eral agents Continental Casualty and 
Continenal Assurance, who is secretary 
of the Accident & Health Managers Club 
of Los Angeles, is on a business trip to 
the home office in Chicago. 





Grover Knoernschild, assistant man- 
ager of the ordinary department of the 
Prudential in Milwaukee, has been elect- 
ed president of the village of White- 
fish Bay. He has been a trustee of the 
village for nearly four years. 





L. C. Mersfelder, Oklahoma City, 
state manager for the Kansas City Life, 
made such big hauls in mountain trout 
at his summer outing in the Rock moun- 
tains, that he gave an agency fish dinner 
to about 40 members of the agency and 
office forces. 

He is all set for his annual deer hunt 
in November, and plans to have the 
venison dinner Nov. 26, when O. Sam 
Cummings, president National Associa- 
tion of Life Underwriters, will be speaker 
and special guest. A number of home 
office officials of the Kansas City Life 
are also expected to be present. 





Albert Boruszak, with the A. J. Hill 
agency of the State Life of Indiana in 








San Francisco, has completed six full 


years of consecutive weekly productioy, 
dating from the very first application he 
submitted under his agent’s contract. He 
began his work in the midst of the de. 
pression without any previous life in. 
surance experience, but with a success 
ful sales record in mercantile lines. 





J. A. Hawkins, manager of agencies of 
the Midland Mutual Life, is on a two 
weeks cruise to the West Indies. 





A. D. Sanderson of the Columbus of- 
fice of the Union Central Life Sept. 15 
celebrated his 50th anniversary with the 
company. On Sept. 15, 1887, he signed 
his contract with the Union Central and 
since that time has continually been as- 
sociated with the Columbus branch. 

It is believed that Mr. Sanderson, who 
is 86 years of age, is the oldest active 
life insurance salesman in Columbus both 
from the point of age and number of 
years of active service. 

Many clients today are the third gen- 
eration of the families he first insured 
40 and 50 years ago. He is a charter 
member and past master of the Wester- 
ville Masonic lodge, Westerville, O. 





Miss Helen P. Goodwin died in Bos- 
ton after a brief illness, in her 70th year. 
She had rather a remarkable career. 
When Henry H. Putnam, now manager 
of publicity of the John Hancock Mutual 
Life, was secretary and treasurer of the 
National Association of Insurance 
Agents, she was his secretary, serving 
in that capacity for 15 years. She started 
her career in the Chandler Secretarial 
School in Boston. When Mr. Putnam 
started the “Journal of Insurance Eco- 
nomics” in 1899, she became associated 
with him in that work and when the 
John Hancock Mutual Life established 
its department of publicity in 1921 she 
was the first assistant employed. 





M. A. Hyde of Lincoln, Neh., vice- 
president and secretary of the Security 
Mutual Life of that city, has been on a 
trip stopping at St. Louis and Chicago. 
Mr. Hyde started in life insurance as an 
agent and then became agency superin- 
tendent of the Midwest Life. He joined 
the Security Mutual Life, being assistant 
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secretary for nine years. One of_his 
avocations is being a trustee of the Lin- 
coln public library, in which he takes a 
deep personal interest. While in Chi- 
cago he conferred with the executive 
office of the American Library Associ- 
ation. At the last annual meeting of the 
association Mr. Hyde was elected first 
vice-president of the trustees section. 





W. H. Hubbard, former secretary of 
the Philadelphia Life, died at his home 
in Philadelphia at the age of 60. He 
was with the Philadelphia Life from 
1904 until 1919. , 





Jack Lauer of Cincinnati, chairman 
of the Million Dollar Round Table of 
the National Association of Insurance 
Agents, has established his own office 
as an independent agent. He was for- 
merly with the Penn Mutual. He is 
now at 2401 Union Central building in 
Cincinnati. 





Mrs. George C. Holmberg, wife of the 
vice-president and treasurer of the 
Northwestern National Life, died at her 
home in Minneapolis after a long illness. 
Mr. Holmberg is a former chairman 
of the Financial Section of the American 
Life Convention. Funeral services were 
conducted by Dr. Charles P. Deems of 
St. Mark’s Episcopal Church. 





N. H. Bell, leading personal producer 
of the A. R. Matthews general agency 
of the Provident Mutual Life in San 
Francisco, has returned from the Chin- 
ese-Japanese war area. At the outbreak 
of hostilities, Mr. Bell, who is a noted 
traveler, lecturer and commentator, was 
conducting a party of tourists through 
Japan and China and was forced to cur- 
tail his trip. Since his return, he is in 
demand as a lecturer on the situation as 
he saw it at first hand. 





_A. E. Patterson, vice-president of the 
Penn Mutual Life, is in San Francisco 
this week conferring with F. J. Curry, 
general agent there, and L. J. Duncan, 
general agent at Oakland. During his 
stay Mr. Patterson will address the two 
agencies. 





E. D. Duffield, president of the Pru- 
dential, will be the principal speaker 
at the Constitution Day celebration in 
Asbury Park, N. J., Sept. 17. A large 
delegation of insurance agents and their 
wives will attend. 





_ Three field men of the Lincoln Na- 
tional Life complete 25 years of service 
this month. They are: S. A. Bardwell, 
Cleveland general agent; G. J. Gilbert, 
Santa Ana, Cal., district agent, and Roy 
Oberlin, Butler, Ind., district agent. 
Mr. Bardwell heads a large and aggres- 
Sive agency and has established himself 
as an outstanding personal producer. 
The Bardwell agency is a two time 
winner of the Hall Month plaque for 
class 1 agencies. Mr. Gilbert has set 
an outstanding record in agency man- 
agement and personal production as a 
Minute-Men Club qualifier. Mr. Ober- 
lin’s record is characterized by consist- 
ently good production. He has qualified 
for many honor sales clubs. 





H. B. Howry, 64, for 40 years an 
auditor for the Metropolitan Life, died 
.. heart attack at his home in Louis- 
ville. 





Bar Loan-Life Combination 


LITTLE ROCK, ARK.—Permit to 
Operate a loan agency selling life insur- 
ance in combination with loan contracts 
has been denied the Loid Rainwater 
Co., Little Rock, by the Arkansas bank- 
ing department. The case may be taken 
to the courts. The department in re- 
jecting the application said the borrower 
would have to pay certain inspection 
and appraisal fees as well as loan inter- 
est and insurance premium. It was also 
objected that insurance to be offered by 
the agency would not be written for 
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Great Southern Dallas Issue 





House Organ 
in 


Houston Company’s 
Tells Some Interesting Features 


Which It Is Concerned 





The Great Southern Life of Houston, 
in its September issue of “The Great 
Southerner,” its house organ. devotes 
itself to an accounting of what the com- 
pany has done in Dallas and also glori- 
fies Dallas as a city of great business ac- 
tivity. Dallas has 350,000 people. E, P. 
Greenwood, president of the Great 
Southern, makes his official headquar- 
ters in the Kirby building at Dallas. 
A. C. Nicholson is manager of invest- 
ments of the northern division and Pat 
M. Greenwood is assistant vice-presi- 
dent and assistant manager of invest- 
ments at Dallas. A. C. Raines is agency 
director of the Dallas division. Dur- 
ing the last 14 years the Dallas division 
has insured about 8,000 people for 
$125,000,000. E. E. Dale has charge 
of the Dallas city agency and H. C. 
Fowler is district supervisor of the Dallas 
district which consists of 14 counties in 
northeast Texas including Dallas. All 
these have headquarters in the Kirby 
building. 

The Great Southern states that only 
four other cities have more life insur- 
ance home offices than Dallas. Dallas 
is characterized as the insurance center 
of the south. The house organ then 
publishes cuts of business buildings, resi- 
dences and other structures in Dallas 
on which the Great Southern has loans. 





Directors Ask Liquidation 

LINCOLN, NEB.— Liquidation of 
the Cosmopolitan Old Line Life is asked 
by its directors for the best interests of 
the policyholders. The statement was 
made in answering the petition of In- 
surance Director Smrha that the court 
order liquidation. Directors told the 
court it is impossible to write new busi- 
ness because the public has lost confi- 
dence as a result of litigation. A large 
volume of thrift business is on the books, 
but 45 percent of it will mature in the 
next two years which will cause a re- 
duction of assets. The return of the 
$84,000 endowment fund which the court 
ordered some months ago has left the 
general fund depleted according to the 
directors. Business left on the books is 
not sufficient to warrant the expense of 
administration. More information and 
the substitution of alternative liquida- 
tion plans are asked. Several life com- 
panies are planning to make offers for 
the business if proper title to assets can 
be obtained through a court order. 





Lincoln National Contests 


Elaborate intra-agency football con- 
tests will be staged in October by the 
Lincoln National Life. The October 
contests are in honor of A. L. Dern, 
vice-president and manager of agencies. 
These contests are geared in with the 
Minute-Men Club contest which runs 
from Aug. 15 to Dec. 15. 





National Masonic in Michigan 


The National Masonic Provident of 
Mansfield, O., has been admitted to 
Michigan to write life, health and acci- 
dent insurance. It is represented in De- 
troit by George H. Hartung. 





Suwannee Life to Expand 


JACKSONVILLE, FLA.—An_in- 
crease in capital of the Suwannee Life 
and an expansion program which will 
carry the company into practically all of 
the southern states has been announced 
by T. W. Benson, founder and organizer 
who is now chairman of the board. Mr. 
Benson is in active personal direction of 





the period of loan or payment or to 
Protect or cover loan principal, 





which provide not only insurance pro- 
tection ‘but a savings account as well. 
L. W. Morse, formerly of the Amer- 
ican National, is naw president. 





Becomes the Columbia Mutual 


The Columbia Catholic Life with of- 
fices in the E. & W. building at Sioux 
City, Ia., has changed its name to the 
Columbia Mutual. This company began 
business in 1931. E. B. Dopheide is 
president and agency director. 





Deny Court Hearing 


The court motion by W. H. Neblett, 
attorney for Fannie Hutchins, minority 
stockholder, to get the old Pacific Mu- 
tual case heard in the federal courts, 
was denied by the federal court in San 
Francisco. 





Detroit Life Hearing Postponed 


DETROIT—The federal court in- 
quiry into the sale of the old Detroit 
Life’s assets to the Life of Detroit has 
again been postponed and will be held 
Sept. 22. 





Equitable Agency Assistants 


M. P. Dickenson and J. E. Hartigan 
Aides to Vice-President William J. 
Graham 








NEW YORK.—tThe Equitable Soci- 
ety has appointed M. P. Dickenson and 
J. E. Hartigan agency assistants at the 
home office. Both will be on Vice-presi- 
dent W. J. Graham’s staff. 

After his graduation from Princeton 
in 1922, Mr. Dickenson spent seven 
years with the New York Life and Pru- 
dential as an agent. In 1929 he became 
associated with Eastman, Dillon & Co., 
investment bankers and brokers. Six 
years later he became general secretary 
of the Princeton endowment fund and 
helped substantially to the attainment 
of the university’s $8,000,000 objective. 
Mr. Dickenson’s father was at one time 
president of the Security Mutual Life of 
Binghamton, N. Y. ’ 

Mr. Hartigan graduated from the Uni- 
versity of Minnesota at the time of the 
World War and joined the field artillery. 

Following the war he joined the 
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Equitable as district manager in St. 
Paul. 

In 1925 he went into the oil burner 
business and became one of the largest 
distributors in the United States. He 
sold his company to his employes and is 
now rejoining the society. 





Rogers New Vice-president 


Prudential, Others Advance 





. R. Rogers, second vice-president 
Prudential, becomes vice-president, fill- 
ing the vacancy due to the death of 
L. E. Wurfel. R. M. Green, treasurer, 
was elected second vice-president and 
will assist home office departments for- 
merly under Vice-president W. I. Ham- 
ilton, who retired. 

C. W. Brown, assistant treasurer, was 
elected treasurer, and G. E. Potter, as- 
sistant to the president, was assigned 
to supervision of home office real estate 
and allied departments. 





McCarter’s Field Extended 


W. L. Moss has resigned as superin- 
tendent of agencies of the eastern divi- 
sion of American National. He will re- 
turn to Jacksonville, Fla., where he was 
in business for several years before 
joining American National in 1935. His 





place will be taken by G. S. McCarter 
who will continue as well to function 
as agency supervisor in the western di- 
vision. 

The eastern agency division was cre- 
ated about a year ago. Under Mr. Moss’ 
supervision, the production just about 
doubled in that period. 





Young Leaves Yeomen Mutual 


T. H. Young, superintendent of agents 
of the Yeomen Mutual Life, has re- 
signed. Mr. Young has been with that 
company for about three years. 


Whaley to Home Office 


J. V. Whaley, Dallas, regional agency 
director Great American Life of San An- 
tcnio, Tex., has been transferred to the 
home office as assistant agency director. 








Appointments by Northern Life 


The Northern Life of Canada has ap- 
pointed H. L. Sharpe assistant actuary 
and L. C. Bonnycastle assistant treas- 
urer. They have been with the company 
about five years. Both are associates 
of the Actuarial Society of America. 





The California Mutual Life, which has 
had quarters in the Pacific building, 
Oakland, has moved to larger offices in 
the American building in that city. 
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Going Forward 
in 1937 


At the close of the first six months of 1937, our 
records show the following results: 


Insurance Issued (Net). . . $12,098,885 
A Gain, over the first six months 


Total Insurance in Force . 


These outstanding results, at the half-way 
mark of the cvrrent year, were achieved by a 
well trained loyal Agency force working under 
a result getting production plan that has 
been developed by an Agency-minded Home 


WOULD YOU LIKE TO KNOW WHAT 
THE PLAN CONSISTS OF? 


If so, direct your letter to 
A. B. OLSON, Agency Vice President 


GUARANTEE MUTUAL 
LIFE COMPANY 


LICENSED IN TWENTY-ONE STATES AND THE DISTRICT OF COLUMBIA 


222% 
- $130,309,269 
708,045 


OMAHA, NEB. 


Organized 1901 
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LIFE AGENCY CHANGES 





Warshauer Is Appointed 





New York Company Fills Brooklyn 
Vacancy Caused by Death of Paul 
Alexander 





NEW YORK—Guardian Life has ap- 
pointed Jack Warshauer manager in 
Brooklyn, succeeding the late Paul 
Alexander, who was manager there for 
more than 20 years. Mr. Warshauer 
had several years’ experience in the 














JACK WARSHAUER 


management of the agency in associa- 
tion with Mr. Alexander. He is well 
known in the metropolitan New York 
area as a personal producer as well as 
a manager. He is active in the Brook- 
lyn Life Managers Association and the 
New York City Life Underwriters As- 
sociation and for a number of years has 
been prominent in Brooklyn charitable 
organization work. 

Two agents, Leon Alexander, brother 
of the late manager, and S. F. Green, 
become associate manager and assistant 
manager respectively. Mr. Alexander 
has been with the agency nearly 18 
years, his entire life insurance career. 
He has consistently ranked among the 
company’s top producers. He is widely 


acquainted in Brooklyn business and 
civic life. Mr. Green, who has also 
spent his entire life insurance career 


with the Brooklyn agency, joined it late 


in 1927 and quickly showed ability in | 


personal production and has earned high 
rank among Guardian producers na- 
tionally for a number of years. 

Announcement of the new appoint- 
ments was made at a luncheon attended 
by Vice-president J. A. McLain, Super- 
intendent of Agencies F. F. Weiden- 
borner, Medical Director M. B. Bender, 
Counsel Curtis Robertson and Assistant 
Superintendent of Agencies G. L. 
Mendes. 





Swarthout Made Supervisor 


H. M. Swarthout, with the Bankers 
Life of Des Moines at Ames, Ia., for 
the past five years, has been named 
supervisor for the former Fort Dodge 
territory. He will remain in Ames and 
continue his personal writing. The ter- 
ritory over which he will have super- 
vision includes Fort Dodge, Humboldt, 
Webster City, Iowa Falls, Boone, Ames 
and Nevada. W. Crouch, former 
Fort Dodge manager, has retired and 
the territory now becomes a part of the 
Des Moines agency managed by W. K. 
Niemann. 





ae 


Allison Is Chicago Manager 





Succeeds F. H. Haviland as Head of 
the Important Branch Office—Suc- 
cessful in Sales Work 





Norman K. Allison has been made 
manager of the Connecticut General 
Life’s Chicago office, succeeding F. H. 
Haviland, who became vice-president in 
charge of the agency department the 
first of the year. Mr. Allison has been 
in practical charge of the branch since 
Mr. Haviland left. Mr. Allison re- 
ceived his education in Grove City, Pa. 
attending Grove City College. He en- 
tered insurance in 1933, being an agent 
of the Travelers, Aetna Life and Con- 
necticut General at Meadville, Pa. Prior 
to that he had had 17 years sales ex- 
perience. He was called to the Chi- 
cago office of the Connecticut General 
as assistant manager April 1, 1936, and 
was appointed associate manager in 
April of this year. In previous years 
he was located at Erie, Pa. as pur- 
chasing agent for the Hayes Manufac- 
turing Co., which installed large water 
works. Later he travelled for that com- 
pany. He then was manager for the 
Ohio Brass Co. in New York City. 





Reliance Life Texas Changes 


E. D. Nolen, Austin, Tex., district 
agency manager for the Reliance Life, 
has been transferred to San Antonio as 
district manager, and T. R. Casey, for- 
merly San Antonio agency manager for 
the West Coast Life, has been appointed 
a district manager in the San Antonio 
territory. Maj. Carl Bishop, U. S. A, 
retired, has been added to the army divi- 
sion of the San Antonio agency, and 
A. B. Knight, formerly an agent in the 
Austin, Tex., office, has been appointed 
Austin district manager, succeeding Mr. 
Nolen. 





Wible to Cincinnati 


Charles H. Wible, supervisor of the 
Marquis & Ellsworth agency of the 
Provident Mutual Life in Chicago, is be- 
ing transferred to the S. P. Ellis general 
agency in Cincinnati as supervisor. Mr. 
Wible entered the business 10 years ago 
with the Judd agency of the Phoenix 
Mutual in Chicago, joined the Provident 
Mutual in 1933 and became supervisor in 
1936. 





State Mutual Names Laney 


W. B. Laney, formerly with the Phoe- 
nix Mutual, succeeds J. H. Carson as 
general agent of the State Mutual Life 
tor Washington state, with headquarters 
at Seattle. The appointment was made 
by J. H. Eteson, assistant superintendent 
of agencies for the State Mutual, who 
visited Seattle with Jason Stone, field 
representative on the coast with head- 
quarters at San Francisco. 

Mr. Laney was with the Phoenix Mu- 
tual in Seattle during his entire insurance 
career of 14 yeafs, except for one year 
when he was a supervisor in the home 
office of the Northern Life at Seattle. 
He was president of the Seattle Life 
Underwriters Association in 1935. 





Sherman Goes to Buffalo 


Milton Sherman, general agent of the 
Connecticut Mutual Life at Toledo for 
‘he last 10 years, has been made general 
agent at Buffalo. He became connected 
with the company in 1923, going to the 
Toledo office in 1927. 


Will Have All Wisconsin 

J. C. Windsor of Chicago, who be- 
comes state manager of the Connecticut 
General Life in Wisconsin, will open 
his new office in the Bankers building, 
208 East Wisconsin avenue, Milwaukee. 
He is now assistant manager in Chi- 
cago and is regarded as one of the 
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promising young men in the Connecti- 
cut General ranks. 





Names Petersberger at Davenport 


R. E. Petersberger, with the Pru- 
dential in Davenport, Ia., for the past 
five years, has been appointed general 
agent of the Continental Assurance. 
E. H. Danforth, who represented both 
that company and the Continental Cas- 
ualty, will devote his entire time to the 
latter Company. 


National Life at Toledo 

Stanley R. Curtis has been appointed 
manager of the National Life of Ver- 
mont at Toledo. J. E. Alvord, general 
agent since 1911, will continue in that 
capacity. 








MacGregor in Personal Work 


Following the resignation of Hugh 
MacGregor, manager of the Southland 
Life at San Antonio, who will go =e 
ersonal production, the company wi 
ae have a manager there. The field has 
been divided among three other man- 


agers. 





Hahne Returns to Law 

CINCINNATI—E. A. Hahne, gen- 
eral agent Northwestern National Life, 
Cincinnati, has resigned to resume the 
practice of law which he left when he 
entered life insurance. He will be io- 
cated at Greenfield, O. Mr. Hahne was 
appointed general agent early in. ve 
summer when Northwestern Nationa 
opened its second agency in Cincinnati. 
Prior to that he was branch manager 
of Acacia Mutual and previously was 
supervisor of Atlantic Life at a 
Last year he served as secretary of the 
Cincinnati Associated Life General 
Agents & Managers. 


R. W. Sproul Makes Shift 


SAN FRANCISC O—Robert W. 
Sproul, assistant manager A. Cc. Wil- 
liamson agency Prudential in San Fran- 
cisco for the past three years, has been 
appointed life manager of Marsh & Mc- 
Lennan-J. B. F. Davis & Sons broker- 
age concern. 








LaPrelle Member of Firm 


W. G. Harris, general agent of the 
Aetna Life for northeastern Texas for 
35 years, has admitted to partnership J 
L. LaPrelle, who has been for 12 years 
assistant general agent. The newly cre- 
ated firm will be known as W. G. Harris 
& Co. Mr. LaPrelle has been with the 
Dallas agency for more than 25 years 
as producer and then as assistant gen- 
eral agent. He is a director of the Dal- 
las Association of Life Underwriters. 





Great National Appointments 

The Great sr ee of — 
has appointed Frank Hill district man- 
ager re Pampa, Tex., and Jack K. Bell, 
district manager at Gainesville. Mr. 
Hill has been with the company for 
eight years and Mr. Bell for five years. 





Hardin Arkansas Manager 

The National Aid Life of Oklahoma 
City has appointed Clifford Hardin, 
Booneville, Ark., state agency manager 
for Arkansas. He has been district 
manager for some time and succeeds 
Lloyd Judd, formerly of Little Rock, 
who has been making his headquarters 
in Oklahoma City. 





Nelson Agency Honors Adams 


Twenty-five members of the N. J. 
Nelson agency of the Reliance Life were 
guests at a luncheon meeting in San 
Francisco to honor V. J. Adams, super- 
intendent of agencies of the western di- 
vision with headquarters at Denver. 

Following the meeting Mr. Adams 
and Mr. Nelson left for a swing around 
the Nelson agency territory, with stops 








LIFE SALES MEETINGS 





Educators Life Has Meeting 





Dallas Company Insures Only Those 
That Are Engaged in Some Educa- 
tional Enterprise 





The Educators Mutual Life of Dallas 
held its first district managers meeting 
in its home city. The company was or- 
ganized more than a year ago by W. J. 
Laidlaw, founder and former president 
of the Gulf States Life. It is a mutual, 
old line, legal reserve company writing 
select risks on lives of members of 
those engaged in educational work. At 
present it is confining its business to 
Texas where it has more than $1,500,- 
000 insurance in force. 

On April 1 it began its statewide or- 
ganization having a few special agents 
operating direct from the home office. 
It now has 14 district managers and 
about 100 agents. Its monthly business 
is running $150,000. It plans to branch 
out in the states adjoining Texas by the 
first of next year. 


Official Personnel 


W. L. Rawlings is agency director. 
R. B. Cousins, Jr., president of the 
Texas Fire Insurance Rating Bureau 
and former Texas insurance commis- 
sioner, is chairman of the board. J. W. 
Pender, department of government, 
North Texas State Teachers College, is 
president. Mr. Laidlaw is general man- 
ager. W. A. Jackson, the treasurer, is 
in the department of government at 
Technological College. Joseph A. Hill, 
the secretary, is president of West 
Texas State Teachers College. J. C. 
Keys is: assistant secretary and treas- 
urer. Another director is W. J. Mc- 
Connell, president North Texas State 
Teachers College. Others are L. W. 
Rogers, who is state superintendent of 
schools; C. V. Hall, department of gov- 
ernment, East Texas State Teachers 
College; L. W. Courtney, department of 
English, Baylor University; O. A. Ull- 
rich, dean Southwestern University. 


Prudential Ordinary Agency 
Heads in Central West Meet 


Agency managers of the Prudential’s 
ordinary department in central western 
territory held their annual gathering in 
Chicago this week. It was devoted to 
discussing progress made in the last year 
and laying plans. A. E. N. Gray, assist- 
ant secretary, and Sayre McLeod, Jr., 
supervisor, were on from the home 
office. A. Van Goldman, manager Insur- 
ance Exchange branch, Chicago, and 
Jesse Smith, Field building, Chicago, 
northern Illinois ordinary manager, were 
among those attending, Mr. Van Gold- 
man having charge of local arrange- 
ments. Some 15 managers were present. 











B. M. A. “All Stars” Meet 


The annual “All Star” convention of 
the Business Men’s Assurance is being 
held this week at Del Monte, Cal., with 
approximately 150 attendance. W. T. 
Grant, president, and Mrs. Grant; J. C. 
Higdon, vice-president in charge of 
sales; M. C. McKay, assistant secretary, 
and Mrs. McKay, and J. W. Sayler and 
Jack Morris of the sales promotion de- 
partment were among those who at- 
tended from the home office. 

Golf, horseback riding, swimming, 
tennis, deep-sea fishing, a 17-mile drive 
to Monterey with a dinner in the eve- 
ning featured the first day. At the 
business session Mr. Higdon discussed 
“New B. M. A. Service,” and T. B. 
Isaacson, Salt Lake, president of the 





Grant Club, and R. E. Sanders, San 
Diego, vice-president, talked. President 
Grant closed the convention with an 





at Sacramento, Fresno and Merced. 





address, 


Plico Convention Club Meets 


Four Day Gathering Held on Ship 
Board and at Quebec—Stress Quality 


Business 








The annual convention of the Plico 
Convention Club of the Philadelphia 
Life, divided into four days at sea aboard 
the liner “Lafayette” and two days at 
the Chateau Frontenac, Quebec, had as 
its theme the type of business that is 
profitable to the agent, company and 
policyholder. 

In talks on shipboard President Clif- 
ton Maloney, Vice-President Jackson 
Maloney and Director of Agencies E. R. 
Hurst stressed the elements for quality 
business. 


Elliott Agency Leads 


William Elliott, No. 1 master producer 
of the company for the year, was 
“elected” president of the Convention 
Club. Other officers were I. D. Elmore, 
Sumter, S. C.; Louis Finkelstein, St. 
Paul; H. R. Gueter, Philadelphia, and 
E. W. Wirkman, Philadelphia. 

Application-a-week certificates were 
awarded to eight agents for continuous 
weekly production for more than a year. 
Leader was Philip C. Campbell, of Dan- 








ville, Pa., with 426 weeks of continuous 
production. 

The leading agency for the 1937 con- 
vention year was the Elliott agency of 
Philadelphia. 

Secretary T. C. Knapp, reporting on 
the financial progress of the company 
during the year, revealed that production 
for the first seven months of 1937 was 
13 percent ahead of the same period of 
last year. He also presented 14 agents 
with bonus checks for excellency in re- 
newals during the year. Leader of the 
group was Rudolph Guster of Philadel- 
phia, with over 95 percent renewals for 
three successive years. Other leaders 
were E. D. E. Edmondson, Danville; 
R. H. Board, Chicago; Aleck Finkel- 
stein, St. Paul and J. A. Wilson, Phila- 
delphia. ; 

A special four-day convention will 
be held by the Philadelphia Life at 
Miami, Fla., next March. This conven- 
tion will be the result of a special cam- 
paign for $3,000,000 in paid-for business 
from Aug. 1 to Dec. 31. The campaign, 
however, will run from Aug. to March 1. 





Brink Agency Cruise 
DETROIT—Eighty Michigan agents 
of the United Benefit Life and the Mu- 
tual Benefit Health & Accident under 
State Manager E. B. Brink, enjoyed a 
five-day Great Lakes cruise. At_the 
business sessions R. L. Jensen, Flint 
manager, talked on “What Is Man’s 
Greatest Asset?”; A. H. Creutz, Detroit, 
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STATISTIC 


A figure sleuth has discovered that the average length | 
of service of Mutual Benefit men (excluding new 
men) who attended the 1936 Agents’ Convention was 
something over thirteen years. An analysis of the 
“composite man” of this group shows that he began 
his service shortly after the post war depression, made 
“good money” during the boom, had to scratch like the 
dickens for his commissions during the Great Depres- 
sion, and, still working hard, is getting better results 
for his efforts in 1936. His thirteen-year service record 
is at once a tribute to his ability and industry and to 
the Company with which he is associated. 
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on “Putting Personality in Business”; 
G. M. Fuller, Hastings, on “The Straw 
That Breaks the Camel’s Back” and 
S. C. Carroll, vice-president on “Who 
Pays the Piper?” 

Frank Walton, Detroit supervisor, 
talked on “It Shall Be Done”; M. A. 
Norris on “How to Spend a Lifetime”; 
Seldon Crary, “We Pay 100 percent In- 
terest”; William Golden, Detroit, “Ap- 
proach and Finish” and Floyd Holdren, 
a office supervisor, on “The Rising 
Sun.” 


Continental.Assurance Meet 





Agency Convention of the Chicago 
Company Will Present Some Interest- 
ing Talks and Features 





The Continental Assurance of Chicago 
has announced the program for its 
agency meeting at the Stevens Hotel in 
its city, starting Sept. 22, when the gen- 
eral agents and managers association 
will meet. E. L, Grant of Chicago is 
president of this organization; Clarence 
Thiele of Milwaukee, vice-president, and 
R. M. Vetter of Madison, Wis., secretary 
and treasurer. The directors are M. L. 
Killian of Canton, O, D. C. Siegrist of 
Peoria, Ill, R. B. Smith of Detroit, and 
Ben Tolmich of Detroit. There will be 
a business session both in the morning 
and afternoon and a dinner party at 
night. 


One-Two-O Club Meetings 


On Sept. 23-24 the One-Two-O Club 
will meet. the president being M. C. 
Chier of Milwaukee. The vice-president 
is Andrew Wierengo of Muskegon, 
Mich. The first session will be presided 
over by Director of Agencies W. E. 
White. President H. A. Behrens of the 
Continental Assurance will give the wel- 
come. In the afternoon, D. Miley 
Phipps, educational director, will be the 
chairman and there wil be talks by Dr. 
H. W. Dingman, vice-president and 
medical director. Vice-president and Ac- 
tuary R. E. Moyer will give an explana- 
tion of the new policy forms that will 
go into effect. The president’s reception 
and dinner will be held that evening. 

On the morning of the last day Mr. 
White will again preside. Frances Per- 
kins, Secretary of Labor from Washing- 
ton, will be the main speaker. Other 
talks will be given by Mr. Chier and 
B. C. Markle, secretary of the group de- 
partment. 


—— 


Regional Meetings on Coast 
Home Office Men at Northwestern 
Mutual Sessions in Seattle and San 
Francisco 





M. J. Cleary, president Northwestern 
Mutual Life; Grant L. Hill, director of 
agencies, and W. R. Chapman, assistant 
director, will attend Pacific Coast re- 
gional meetings of general agencies. The 
north Pacific meeting will be held Sept. 
27-28 at Seattle, for the agencies of 
M. H. O. Williams, Seattle; J. A. Rein- 
hardt, Spokane; L. F. Larson, Portland, 
Ore; E. A. Crooks, Boise, Ida; and Clyde 
Baldwin, Great Falls, Mont. The Cali- 
fornia meeting will follow Oct. 4-5 in 
San Francisco. Participating agencies 
are those of R. J. Shipley, San Fran- 
cisco; J. A. Carlson, Oakland: W. K. 
Murphy, Los Angeles; J. H. Kemp, 
Stockton, Cal.; and C. S. McMartin, 
Phoenix, Ariz. 

Programs in both cases will be based 
on the theme “The Power to Succeed Is 
Yours—Use It.” Mr. Chapman will re- 
view the recent home office meeting of 
the Northwestern Mutual Association of 
Agents in Milwaukee, after greetings are 
extended by Mr. Hill from the home 
office and welcome by the respective 
host general agents. 

- “The Present Value of a Large Clien- 

tele,” will be discussed by John Lilien- 
thal, Spokane, at Seattle, and by J. R. 
Mage and John Westwood, Los Angeles, 
at San Francisco. “Prestige Building in 





’ 


Your Community,” has been assigned 
Joseph Habegger, Seattle, and S. C. 
Fish, Oakland. Dr. R. T. Gilchrist, as- 
sistant medical director, will speak on 
“Quality Risk Selection” at both meet- 
ings. President Cleary will ‘be the ban- 
quet speaker. 

The program also includes a discus- 
sion of “Career Building Through Pro- 
graming,” by G. Reinhardt, Spo- 
kane, and J. V. Lafry, San Francisco, 
and “A Presentation That Works for 
Me,” by C. V. Hickman, Albany, Ore., 
and H. F. Vinson, Tucson, Ariz. R. P. 
Elliott, Rochester, Minn, will address 
both meetings on “Power to Succeed 
Through Determination.” Handicapped 
by a physical disability, Mr. Elliott has 
achieved success through determination. 


Monarch Life Has National 
And Regional Meetings 








The Monarch Life of Springfield, 
Mass., following a three-day national 
sales convention, is holding a series of 
three regional training meetings. 

The national meeting, for approxi- 
mately 50 of the top producers, was 
held in Detroit. More than twice as 
many men qualified as in past years. 
Two sessions were devoted to a sales 
clinic for the discussion of the prob- 
lems and sales methods of the outstand- 
ing salesman. 

The regional meetings, each to include 
about 40 qualifying agents, are for the 
purpose of intensive training on the 
principles and methods of selling life in- 
surance. Such meetings have been held 
in Chicago and Ashfield, Mass., and 
there will be a final meeting at Wells- 
boro, Pa., Sept. 27-29. 

All meetings are being attended by 
President C. W. Young. Vice-President 
J. W. Blunt, Agency Manager F. L. 
Merritt, and Agency Secretary A. W. 
Crowell. 


Bankers Mutual Celebration 


Roy L. Davis, assistant Illinois insur- 
ance director, was one of the main 
speakers at the 30th anniversary cele- 
bration of the Bankers Mutual Life of 
Freeport, Ill, this week. 


Federal Life Meeting 


Plans have been consummated for the 
meeting of the Federal Life Club and 
the Federal Managers Club in connec- 
tion with a trip to be taken along the 
Pacific Coast. All who qualify will leave 
Chicago Jan. 11 and will go first to 
Portland and San Francisco. Then Los 
Angeles will be visited and from there 
the party will go to San Diego. The 
meetings will be held at Coronado Beach. 








Lundgren on Eastern Trip 


Warren Lundgren, assistant director 
of agencies Northwestern Mutual Life, 
is on a two-week trip visiting eastern 
general agencies. His itinerary includes 
Gooding & Rowley, Newark; Recht & 
Kutcher, New York City; L. M. Bull, 
Poughkeepsie, N. Y.; A. L. & W. B. 
Cushman, Portland, Me.; B. H. Bade- 


noch, Boston, and O. F. Heyman, 
Springfield, Mass. This weekend, Sept. 
17-19, Mr. Lundgren, with Grant L. 


Hill, director of agencies, will attend the 
outing and conference at Maplewood, 
near Littleton, N. H., of the six general 
agencies that participated in the New 
England Crusade sales contest. 





Michigan Agents Meet 


The Lincoln National Life will hold a 
Michigan agency meeting at Clark Lake, 
Mich., Sept. 21-22. The home office dele- 
gation will include A. L. Dern, vice- 
president; Dr. W. E. Thorton, medical 
director; S. C. Kattell, actuary and sec- 
retary, D. B. Semans, chief underwriter; 
J. P. Carroll, superintendent of agencies, 


| and Hans Mueller of the Fort Wayne 


City agency. Mr. Carroll will be in 
charge of the meeting. The following 
agents are on the program: 

G. F. Shoup, N. F. Parr and Herman 
Van Gemert of Grand Rapids; J. W. 





Hackett, Jackson; R. E. Beisel, Kalama- 
zoo; M. J. Mulaney, Pontiac; Milton 
Pollock, Flint; C. A. Benedict, Muske- 
gon; and Thomas F. Carson, Sam Stol- 
ler, Charles Pennington, Arthur Carl- 
son, Harry Brummel, H. B. Ray, George 
F. Martin of Detroit. 


Home Life Gathering 


The general agents of the Home Life 
of New York meet for their annual con- 
vention at Virginia Beach Sept 27-30. 
Home office officials are in charge of the 
program. One of the entertainment fea- 
tures is the second annual softball game 
between teams made up of home office 
officials and members of the General 
Agents Association. One afternoon will 
be given over to a golf tournament with 
general agents competing for the trophy 
cup awarded by E. I. Low, chairman of 
the board. 








Pearson Agency Meets 


The Sam C. Pearson western Mis- 
souri general agency of the Northwest- 
ern Mutual Life held its annual fall 
meeting in Kansas ‘City. Agents talked 
on plans for the next four months, and 
discussed prestige building. 


First Regional Rally Held 


The first of five regional conferences 
planned by the New England Mutual 
Life, held at Boothbay Harbor, Me., 
was attended by some 200 general 
agents, supervisors, field men and their 
wives from New England and New 
York state. 

At a business session at which C. F. 
Collins, assistant superintendent of agen- 
cies, presided, President G. W. Smith 
spoke on “We Reach New Goals.” Con- 
ference meetings were held with Vice- 
president George L. Hunt presiding. 








Allen L. Dickey of the Freid agency of 
New York City spoke and an insurance 
playlet was presented by W. L. Wads- 
worth and E. A. Hoffman of the Moore 
& Summers Boston agency and Miss 
Rowena Nichols of the policy loan de- 
partment of the Boston office. Many 
entertainment features were provided. 


Yeomen Mutual 1938 Meeting 


Plans for the 1938 outing of the 
Pioneer Club of the Yeomen Mutual 
Life are announced. The 1938 holiday 
will be at the Broadmoor Hotel in Colo- 
rado Springs and will follow the lines of 
the company at its previous annual 
gatherings. 

T. H. Young, superintendent of 
agents, reported that in spite of the fact 
that most of the big producers were out 
of the field during the last half of Au- 
gust attending the Pioneer Club outing 
in California, business for August sub- 
stantially exceeded the volume for the 
corresponding month last year. 


Penn Mutual Coast Rallies 


SAN FRANCISCO—Penn Mutual 
managers in the inter-mountain and Pa- 
cific territory concluded a two-day con- 
ference with Vice-president A. E. Pat- 
terson and G. D. Davis, his assistant, in 
San Francisco. Among those attending 
in addition to Forrest J. Curry, San 
Francisco, and Leslie J. Duncan, Oak- 
land, were: Seth Thompson, Portland; 
Jos. Grant, Seattle; Fred McMillan, Las 
Angeles; Robert McCroskey and Joy 
Williams, Spokane; Wm. Carter, Salt 
Lake City; James Roberts, Billings, 
Mont.; Geo. Scotland, Sacramento, and 
George Randolph, San Diego. Fallow- 
ing this meeting the home office officials 
are going to the Pacific northwest for 
agency conferences and later to Los An- 
geles before returning east. 














As SEEN FROM CHICAGO 





FREDRICKSON’S TRAINING SCHOOL 


J. S. Fredrickson, agency director of 
the Clearing House branch of the New 
York Life in Chicago, started this week 
a 10-weeks’ training school for prospec- 
tive agents and new agents that were 
employed during the summer. The 
schoal will be held Monday and Thurs- 
day mornings starting at 9 o’clock. It 
is the intention of Manager Fredrick- 
son to give the novitiates a thorough 
baptism of life insurance. 





TO APPOINT CHICAGO MANAGER 


R. J. Tremouth of Toronto, assistant 
superintendent of the Canada Life, is 
in Chicago canvassing material for the 
managership of the company in that 
city. C. F. Bullen has retired after 40 
years of service. It is the intention of 
the Canada Life to build up a Chicago 
organization. Mr, Tremouth is making a 
preliminary exploration following a visit 
to the city by General Superintendent 
S. C. McEvenue. 





MARKETING COMPANY’S STOCK 


R. E. Wilsey & Co., Chicago invest- 
ment house, is marketing the stock of 
the Old Republic-Credit Life of that city, 
is taking an active part in its manage- 
ment and becomes its market sponsor 
for the common stock. Mr. Wilsey was 
formerly a director. There were 200,- 
000 shares. The liquidating value is two 
for one, according to the Wilsey firm. 
The earnings are around 50 cents a 
share. The Old Republic-Credit Life 
is confining its operations largely to 
loan companies and commercial banks 
having personal loan departments. Bor- 
rowers are insured automatically. In 
the event of the death of the borrower 
the life company settles the balance due 
on the loan. The Old Republic-Credit 
Life is paying 8 percent at $1.25 a share. 





BLACK IS OFFICE MANAGER 


Zach Black, cashier in the District of 
Columbia branch of the Acacia Mutual, 





Washington, has been transferred to 
Chicago as office manager. Home office 
associates gave him a farewell luncheon 
recently before he left, presenting him a 
desk set and well filled purse, gift of 
agents of the branch. 





LIFE COMPANY STOCK QUOTATIONS 


H. W. McKinney of G. L. Ohrstrom 
& Co., Board of Trade Building, Chi- 
cago, gives the following quotations on 
the stock of life companies: 

Par Div. Bid 
Aetna: TAfe: 2:0: 10 .60 251% 
Amer. Life, Ala.. 5 Sieve a6 
Bank. Nat. Life. 10 1.00 37 42 


Asked 
27 


Butid,. Life, THi.. 1 ere ee 2 
Central Life, Ill. 10 Beis 9 ‘x 
Cent. States Life 5 sets 2 4 


Columbian Nat..100 4.00 80 90 
Commonw. Life. 10 15 aly 19 
Conn. Gen. Life. 10 .80 31 33 
Cont. Assurance. 10 2.00 33 36 


Cont. Am. Life.. 10 1.20 3 34 
Farm. & Traders.100 12.00 210 225 
Fed. Life, Chgo.. 10 et ee 8 ae 
Girard Life. «..... 10 40 EE 13 
Great Nor. Life.. 10 4 


Great South. Life 10 2.50 18 23 
Kan. City Life..100 f 


Life & Cas.,Tenn. 2 trex 9 11 
Tite OF VO.s<:< 6 20 3.00 73 80 
Lincoln National 10 1.20 24% 26 
Mo. State Life... 10 eae 1 2 
Natl. Life & Ac.. 10 1.60 56 61 
New World Life 10 .40 5 6 
Northw, National 5 -60 13 14% 
North Amer. .... 2 ae 4% 5% 
Ohio National... 10 1.00 24 28 
Ohio State Life..100 10.00 225 AL 
Old Life Life... 10 .60 11 12% 
Pacific Mutual... 1 ae 2 3 
Pan Amer. Life. 10 .50 18 20 
Peoples Life, Ind. 10 .60 20 ne 
Philadelphia Life 10 Ry eke 4 D 
Pot. Life, Ala... 10 .60 14 ar 
Prov. Life, N. D. 10 .80 pip | a 
Rockford Life .. 10 ee 4 8 
Sun Life, Can...100 aoe 600 650 
TTAVCIOIB 4:63 00:5 00 16.00 440 455 
Union Central... 20 .80 35 


Wisconsin Natl.. 10 50 15 17 





SUPERVISORS RESUME MEETINGS 


C. E. Clinton, Aetna Life; W. H. Gil- 
lespie, Mutual Trust, and F. J. Bray, 
New England Mutual, reported at the 
monthly meeting of the Life Agency 
Officers on the managers school con- 
ducted in Chicago recently by the Sales 
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Research Bureau. B. H. Groves, Trav- 
elers, presided as club president. This 
was the first meeting of the fall and 
winter season. 





VERINK NOW IN CHICAGO 


Ellis D. Verink, manager of the Union 
Central’s second branch office in Chi- 
cago, is now on the job in the agency 
opened in 3325 Board of Trade building. 
The telephone number is Wabash 9784. 
Mr. Verink is busy building a super- 
visory and agency staff. 








INDUSTRIAL 
Colonial Life Agents Gather 


President Heppenheimer Awards 
Service Emblems at Atlantic City 
Meeting—Three Group Sessions 











The Colonial Life is holding its 
agency convention at Atlantic City this 
week. At the first session President 
E. J. Heppenheimer welcomed the 
agents and awarded service emblems. 
Vice-president C. F. Nettleship spoke 
and Dr. A. S. Irving discussed medical 
department cooperation. R. B. Evans 
talked on the agency policies for the 
future. 

The second day’s session will be fea- 
tured by the round table conferences 
and talks by the various field men. At 
the managers’ session Louis Novick, Mt. 
Vernon, and W. F. Burke, Manhattan, 
will discuss training agency personnel; 
C. J. Kreutzer, Passaic, and Israel 
Abrams, Norristown, “Producing Ordi- 
nary on the Industrial Debit,’ and W. J. 
Henry, York, and R. A. Clift, West Phil- 
adelphia, “The Conservation of Agency 
Personnel.” 

At the assistant managers’ convention, 
Clyde Miller, Butler, and R. A. Hopf, 
Easton, will cover “Instructing New 
Agents’; Sam Herman, Norristown, 
J. A. Offie, New Castle, “The Assistant’s 
Personal Production,” and Anthony De 
Maio, Williamsburg, “Maintaining Col- 
lections.” 

“Straight Canvassing” will be discussed 
at the agents gathering by William 
Dietz, York, and Charles Monte, Hobo- 
ken; H. N. Clinton, Norristown, will 
talk on “Producing Ordinary on the 
Debit,” and J. E. McCurdy, Butler, and 
R. F. Thomas, Allentown, on “Controll- 
ing the Debit.” Vice-president Nettle- 
ship will conclude the program with 
“The Company Charge.” 


Prudential Conference in Chicago 


The northern Illinois superintendents 
of the Prudential held a conference with 
B. H. Harris, assistant secretary, and 
P. B. Palmer, mid western division man- 
ager, present from the home office. Fall 
sales plans and agency matters were con- 
sidered. 


Metropolitan’s Lake Cruise 


Metropolitan Life agents and their 
wives from the Great Lakes division, 
numbering more than 2,600, enjoyed a 
four-day “congress cruise” on five char- 
tered steamers on the lakes, leaving 
Detroit Thursday and returning on Sun- 
day. About 400 were from the 12 De- 
troit offices, the others representing 
many cities throughout Michigan, Illi- 
nois, Wisconsin and Minnesota. Sales 
conferences were held on the vessels, 
with elaborate entertainment provided. 


National L. & A. Promotions 


Promotions to managerships are an- 
nounced by the National Life & Acci- 
dent for F, R. Garibaldi, formerly a 
Pittsburgh superintendent, at Baltimore 
and for R. A. Sturdivant, formerly a 
Superintendent New Orleans 4, at New 
Orleans 3. Both of the men have made 
excellent records in the field and super- 
Vising staffs. 











_ The Northern Life of Seattle has been 
licensed in Minnesota. 








AGENCY NEWS 
Nolley Agency Wins Feud 


First honors in the annual “All South- 
ern Feud” between Northwestern Mu- 
tual Life agencies in Virginia, North 
Carolina, Georgia and Tennessee were 
captured by the W. Tolar Nolley agency 
in Virginia which paid for $1,100,00U 
during the months of June, July and 
August. This was the fourth annual 
contest and it was the first time that 
it had been won by the Nolley agency 
which was led by H. D. Goldman, Rich- 
mond; Roger Clarke, Fredericksburg, 
and M. H. Abernathy, Cochran. The 
leaders in the four states were given a 
three day trip to Asheville, N. C. Percy 
J. Evans, vice-president and actuary; 
and L. J. Evans, assistant-director of 
agencies, were present from the home 
office. 








Shugg Agency Well Ahead 


The Arthur P. Shugg agency of 
Aetna Life in St. Louis has shown an 
increase every month this year over the 
corresponding month of 1936. As of 
Sept. 1, the volume shows an increase of 
30 percent, premiums 24 percent. 





Talks on Denver Convention 


At a luncheon of the David O. John- 
son general agency of the Minnesota 
Mutual Life, San Antonio, Tex. G. E. 
Nowotny gave a resume of the Denver 
convention of the National Association 
of Life Underwriters. 





Install Taylor at Louisville 


J. K. Taylor, formerly of Dayton, O., 
was installed as Kentucky agency man- 
ager of the Equitable Society at a 
luncheon-meeting in Louisville. More 
than 50 Kentucky agents were present. 

Mr, Taylor was introduced by Vice- 
president W. J. Graham. He succeeds 
S. A. Burgess, who has been transferred 
to Jacksonville, Fla. as agency man- 
ager. 

Mr. Graham paid tribute to the late 
‘Col. Henry J. Powell, who founded and 
directed the Kentucky agency for 30 
years until his death last year. 





Big 4 Roundup 


KANSAS CITY.—The National Fi- 
delity Life held a round table convention 
here of general agents and local produc- 
ers to discuss a drive for “Big 4 Round- 
up” business the last four months of 
the year. Agents will “corral” apps (or 
“cows’’); the sheriff is issuing orders, 
etc. Ben Taylor, superintendent of 
agents, is handling the promotion. 





Minninger Gives Two Talks 


F. M. Minninger, Jr.. Newark, man- 
ager of the Connecticut General Life, 
will address the Newark agency of the 
Sun Life of Canada Sept. 20 on “Ro- 
mance in Records” and that evening will 
address the Life Agency Supervisors 
Association of northern New Jersey on 
“Steps Leading to the Success of a Su- 
pervisor.” 


Garlow Opens Agency 

W. J. Garlow has opened a local 
agency at Cody, Wyo. He recently 
graduated from the University of Ne- 
braska, and is a grandson of “Buffalo 
Bill” Cody. His agency will write fire, 
casualty and life insurance, representing 
the Prudential for life. He received 
his early education on fire and casualty 
lines through the Cashman & Evans 
general agency, Denver. 








Murphy Zone Chairman 

Commissioner Ray Murphy of Iowa 
has been appointed chairman of exami- 
nations for zone 4 by the National As- 
sociation of Insurance Commissioners, 
succeeding H. J. Mortensen of Wiscon- 
sin. 




















THe Price TAG OF Success 


The price tag of success is high. It calls for work, 
vision, initiative and perseverance. To men with 
these qualities and a record of $100,000 of paid-for 
personal production last year, a residence in either 
Pennsylvania, Delaware, New Jersey, Rhode Island 
or Maryland and the feeling that there is no further 
opportunity for growth in their present connection— 
we have an offer and the chance of a lifetime. 


The Bankers National Life Insurance Company is 
giving men of this caliber opportunity to build suc- 
cessful general agencies and assures them that they 
will have every help and promotion to make that 
success a reality. 


If you are interested and feel that you can meet our 
qualifications, then write to William J. Sieger, Vice 
President and Superintendent of Agencies—today. 


BANKERS NATIONAL LIFE 
INSURANCE COMPANY 


MONTCLAIR, NEW JERSEY 














1875 WRITES 
AN AD 


State Mutual’s second President, Isaac 
Davis, published the 29th report of the 
Board of Directors on January 6, 1875. In 
it was the following statement: 


.... The uniformity of the Company’s 
principles and practice has largely con- 
tributed to its stability and materially pro- 
moted its prosperity. 


. .. - Its business in 30 years has suffered 
very little from the financial fluctuations 
which have so seriously affected, at differ- 
ent periods, nearly all other institutions 
and almost every branch of business. 


STATE MUTUAL LIFE 
ASSURANCE COMPANY 
of 
WORCESTER, MASSACHUSETTS 


Incorporated 1844 





Over 93 Years a Synonym for Security 
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MUTUAL TRUST 


LIFE INSURANCE COMPANY 






EOWIN A. OLSON 
PRESIDENT 


curcaco 
tLLINOIS 


“AS FAITH owe FAITHFUL 


The only Illinois Mutual net level premium 3% 
reserve company and one of 24 in the United 
States. 





OPERATES EAST AND WEST 


One-third of its insurance in force is in the East 
and more than one-third of its new business now 
comes from the six New England states and other 
eastern territory. 





Its leading agencies are located in Hartford, 
Connecticut, and Boston, Massachusetts. 





Men who believe they have general agency 
qualifications may obtain full information by ad- 
dressing the agency department. 

















THE 


GUARDIAN 
LIFE 


INSURANCE COMPANY 
OF AMERICA 


NEW YORK CITY 


A MUTUAL COMPANY 
ESTABLISHED {860 


* 


GUARDIAN OF AMERICAN 
FAMILIES FOR 77 YEARS 











AGENCY MANAGEMENT 





To Hold Managers Congress 





Program Is Given for Pennsylvania 
State Life Underwriters Association 
Conference at Hershey Oct. 1-2 





PHILADELPHIA—The Pennsylva- 
nia State Association of Life Underwrit- 
ers will hold its third annual managers 
and supervisors congress Oct. 1-2 at the 

Hotel Hershey, Hershey, Pa. “Organized 
Management” will be the theme. R. U. 
Hergesheimer, general agent North- 
western Mutual Life, Philadelphia, is 
general chairman. 

Following is the program: 

Friday Morning 
S. E. Webster, chairman 

“Locating the Prospective Agent,” L. 
C. Sprague, general agent, New York 
City, Provident Mutual. 

“Directing the Supervisor in Field Ac- 
tivity,” H. J. Johnson, general agent, 
Penn Mutual, Pittsburgh. 

“Directing the Agent in Field Ac- 
tivity,” W. J. Graham, vice-president, 
Equitable Society. 

Afternoon Seminar 


E. H. Schaeffer, chairman 

“Advanced Underwriting,” Milton 
Elrod, Jr., legal editor, R. & R. 

“Taxes Sell Life Insurance,” J. H. 
Reese, Penn Mutual manager, Philadel- 
phia. 

Saturday Morning 


C. H. Orr, chairman 

“Developing Sales Personality and 
Prestige,” J. L. McMillin, agency organ- 
izer, Mutual Life of New York, Balti- 
more, 

“The Agent’s Problem Which the Man- 
ager Has to Meet,” R. M. Giffen, Edward 
A. Woods Co. supervisor at Steuben- 
ville, O. 

“Teaching the Salesman to Sell,” R. G. 
Engelsman, general agent, Penn Mu- 
tual, New York City. 

Friday afternoon there will be a golf 
tournament, with awards for low gross 
scores, kicker’s handicap, etc. Entries 
may be filed with W. S. Buck, Brooks 
building, Scranton, Pa. 

The banquet will be Friday evening. 
Speakers will be D. L. Lawrence, secre- 
tary of state of Pennsylvania and T. M. 
Riehle, manager New York City, Equit- 
able Society. 

Advance registrations should be sent 
to C. F. Merz, assistant secretary Penn- 
sylvania association, 1616 Walnut street, 
Philadelphia. Room reservations should 
be arranged directly with Hotel Her- 
shey. 


Plan Utah Program 


An ambitious program for the coming 
season was discussed at the first meet- 
ing of the Utah Life Managers Associa- 
tion in Salt Lake City. Carl R. Marcu- 
sen, president Pacific National Life, and 
association president, presided. 

Monthly meetings will be held at noon 
instead of in the evening. A member 
will speak one month and an outsider the 
next month. A book review on insur- 
ance will be given at each meeting 








Rochester Golf Tournament 

The Rochester (N. Y.) Life Managers 
Association will hold its annual golf 
tournament Sept. 21 at Monroe Golf 
Club. F. H. McChesney is chairman. 





Boston Supervisors Gather 


BOSTON—Fall activities of the Bos- 
ton Life Supervisors Club began with a 
luncheon meeting in charge of President 
S. P. Crowell, Connecticut Mutual. W. 
W. Healy, New York Life, spoke on 
“Recruiting, Training and Developing 
New Men.” A group of former Boston 
supervisors who have been made general 
agents the past year were special guests 
of honor. They were H. P. Cooley, 
New England Mutual Life, Portland: 
H. W. Jackson, Lincoln National, Bos- 
ton: Ralph Clark, National Life, Spring- 
field; R. W. Partridge, New England 


Mutual Life, Boston, and H. E. Eames, 
Continental American, Boston. 





Jamison Talks in Seattle 


Forty Seattle life managers and gen- 
eral agents heard John H. Jamison 
of the Life Insurance Sales Research 
Bureau at a luncheon meeting. Mr, 
Jamison, who is on a tour of the Pa- 
cific Coast, explained the work of the 
bureau and talked on recruiting problems 
of managers and general agents. The 
Seattle Life Managers Association 
sponsored the meeting. Paul Green, 
Aetna Life, chairman of the association’s 
advertising committee, announced that 
plans are being considered for an insti- 
tutional advertising program. President 
Ray Finger, Sun Life, presided. 





Report on Denver Sessions 


The General Agents & Managers Club 
of Oklahoma City will open its season 
with a luncheon Sept. 20. The program, 
under direction of L. C. Mersfelder, will 
center on reports of the general agents 
and managers division of the National 
Association of Life Underwriters con- 
vention at Denver, made by G. C. Sum- 
my, Marmaduke Corbyn and R. H. Car- 
ter. 

O. Sam Cummings, president National 
Association, will speak Nov. 26. 


C. O. Fischer Will Speak 


C. O. Fischer, vice-president Massa- 
chusetts Mutual, will open the regular 
monthly meetings of the Cincinnati As- 
sociated Life General Agents & Man- 
agers Sept. 29, speaking on “The part 
general agents have played in bringing 
life insurance to its present status and 
what their future responsibilities are.” 
The following day ‘Mr. Fischer will ad- 
dress the I. B. Jackson agency of the 
Massachusetts Mutual in Cincinnati. 


Newark Managers to Organize 


At a luncheon meeting to be held in 
Newark Sept. 21, plans for the organ- 
ization of a Managers & General Agents 
Association will be launched. There are 
31 managers and general agents in 
Newark and it is expected that all will 
become members of the new organiza- 
tion. 





Toxicology Aid to Claim Men 





Prof. Gettler of New York University 
Explains the Use of This Science in 
Insurance 


SWAMPSCOTT, MASS. — Prof. 
A. O. Gettler of New York University, 
in his talk on “Toxicology and Its Re- 
lation to Insurance Claims” before the 
International Claim Association meeting 
here said that the toxicologist is an aid 
in proving or disproving the validity of 
death claims for life insurance and com- 
pensation claims. For instance, com- 
panies are desirous of knowing whether 
alcoholic intoxication was a contributing 
cause to fatal accidents. They are in- 
terested in claims as to sudden deaths 
in swimming pools, showing whether 
death was due to drowning or heart 
failure. Then in double indemnity ac- 
cidents, there is sometimes doubt as to 
whether death was due to an accident, 
suicide or homicide. Sometimes false 
death certificates are issued by attend- 
ing physicians. 

Another question arises as to whether 
a claim of carbon monoxide poisoning is 
valid. Another point is the collection 
of scientific data that are essential for 
proving a case of chronic lead poison- 
ing. Two other points he made are: 

A claim developing cancer of the 
tongue said to be due to the inhalation 
of sulphuric acid fumes from dilute su!- 
phuric acid at room temperature. __ 

A claim of intense hair discoloration 
through the application of a hair set 





preparation. 
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News OF LIFE ASSOCIATIONS 





“Kick-off” in San Francisco 





Coach Talks to Agents, 
Prospects—Joint Fall 


Football 
Policyholders, 
Seminar Is Planned 





SAN FRANCISCO—More than 400 
life underwriters, policyholders and pros- 
pects gathered for the “kick-off” meet- 
ing. Leonard B. (“Stub”) Allison, head 
football coach of the University of Cali- 
fornia, was the principal speaker, dis- 
cussing “What It Takes to Make a 
Winner.” 

Nels J. Nelson, manager of the Re- 
liance Life and president of the associa- 
tion, presented T. A. Gallagher, Pru- 
dential, who retired as president July 1, 
with a “past-president’s certificate” exe- 
cuted by the National association. F. J. 
Curry, general agent of the Penn Mutual 
Life, chairman of the program commit- 
tee, presided as chairman. 


Ambitious Plans for Seminar 


The San Francisco and Oakland-East 
Bay associations are planning a_ fall 
seminar to commence the end of Sep- 
tember and run through November, with 
meetings one evening each week in San 
Francisco and Oakland. There are to 
be two joint meetings, one in San Fran- 
cisco and one in Oakland. Subjects will 
include “Life Insurance Functions and 
Money Management”; “Federal Social 
Security” and “Personal Retirement and 
Income’; “Salesmanship and Successful 
Selling’; ‘Trust Company Cooperation, 
Trust Agreement”; “Quality Business, 
Agents Profits and Conservation” 
“Everyman’s Legal Problems,’ with a 
discussion of federal and state laws, 
wills, community property, divorce-es- 
tate distribution and agents’ practices; 
“Everyday Banking Practices,” with 
discussion of programming options of 
settlement and annuities. 

H. E. North, Pacific Coast vice-presi- 
dent Metropolitan Life, will address one 
of the joint meetings. The other will be 
the final one of the seminar and will be 
devoted to a review of the entire course 
by the chairmen of the various meetings. 
Other speakers will include outstanding 
economists, bankers, attorneys and life 
underwriters. A. Deutsch, million 
dollar producer of the Equitable Society 
in San Francisco, will discuss program- 
ing, and E. C. Spraver, New England 
Mutual at Oakland, will discuss quality 
business, agents, profits and conserva- 
tion. 

Under the leadership of Mr. Deutsch, 
the civic relations committee is cooperat- 
ing with the Golden Gate International 
Exposition in inviting companies to hold 
their convention in 1939 in San Fran- 
cisco. 


Cleveland Association 
Plans Most Active Season 





CLEVELAND—The Cleveland Life 
Underwriters Association will hold its 
first fall meeting Sept. 23, when Holgar 
J. Johnson, vice-president National asso- 
ciation and general agent Penn Mutual 
in Pittsburgh, will speak on “What Do 
I Want.” 

The acquaintance and attendance com- 
mittee has worked out a unique program 
this year. A leader will be assigned to 
each dinner table to see that all present 
are introduced and made acquainted with 
each other. In addition, he will intro- 
duce a topic of conversation for round 
table discussion, which will be chosen 
in advance of each meeting and will be 
given to the leaders. 

At the coming meeting books attack- 
ing life insurance will be discussed. The 
Clev eland association has an unusual 
record in combating such harmful prop- 
aganda. Through its influence, not only 
the local library but most of the leading 
book shops have agreed not to stock 





them. The table talks will augment the 
regular speaking program. 

The association will resume publica- 
tion this year of “Life Lines,” with 
George Thobaben, association secretary, 
as editor. 


Texas Meet Dates Set 


O. D. Douglas, San Antonio, president 
Texas Association of Life Underwriters, 
has announced that the convention of 
the association and the managers sec- 
tion will be held at Galveston, June 9-11, 
1938. 


Akron, O.—John Geer, Lincoln Na- 
tional Life, gave a report of the Denver 
convention of the National association. 
He is Akron’s national committeeman. 
Frank Durkee, New England Mutual, has 
been named chairman of the program 
committee. 


Pittsburgh—Impressions of the Den- 
ver meeting of the National association 
were given by H. J. Johnson, W. R. 
Furey and Elizabeth E. Young. W. M. 
Duff conferred C. L. U. awards upon the 
successful Pittsburgh candidates. The 
annual sales congress is scheduled for 
Oct. 14. Eric Johnson is chairman. 


St. Louis—Paul W. Speicher, Insurance 
Research & Review, will be the speaker 
at the first fall meeting Friday. A course 
in selling wil begin Sept. 23 and is to 
be conducted each Thursday night for 
13 weeks. The cost to members is $7.50, 
while non-members must pay $9.50. 
Frank M. See, New England Mutual, is 
chairman. 


Northern N. J.—D. B. Maduro, counsel 
for the New York City association, will 
give a series of three talks on “Business 
Life Insurance” at luncheon-meetings in 


Newark. Only members will be admitted 
to hear the talks. 
Paul Speicher, Research & Review, 


spoke this week on “How to Buy Eco- 
nomic Security.” 

Springfield, Mo.—President R. A. Sulli- 
van presided at the monthly meeting. 
The guest speaker was Lewis Luster, 
state’s attorney. His address was cen- 
tered on problems of settling an estate 
and showing how life insurance can be 
used. It was suggested that the local 
association invite the state body to hold 
its mid-year meeting in Springfield. C. 
K. Martin, chairman of the program 
committee, announced that the subject 
of the next meeting would be “Building 
Prestige.” 


Seattle—At the monthly luncheon 
meeting Friday, President F. W. Elo, 
Phoenix Mutual, C. J. Frisbie, New Eng- 
land Mutual, and Harry Andrews, Provi- 
dent Mutual, will report on the Denver 
convention. 








Omaha—James A. Worsham, author of 
“Low Pressure Selling,” and “Winning 
Your Way,” will speak Sept. 20 at noon 
on “The Art of Persuasion.” 


Boston—Monthly meetings at the 
Parker House will be resumed Sept. 23. 
Vice-president Chester O. Fischer of the 
Massachusetts Mutual will speak. 

Boston men who have been awarded 
the C. L. U. designation will receive the 
diplomas awarded at the National asso- 
ciation convention in Denver. 


Des Moines—M. F. Schwinn, North- 
western Mutual Life, Beaver Dam, Wis., 
spoke on “My 35 Years in My Com- 
munity.” 

Mr. Schwinn has written more than 
$10,000,000 of life insurance with his 
company, most of it in rural territory. 
He has qualified for the Marathon Club 
for the last 18 years by writing 100 or 
more lives a year. 

Reports on the national convention in 
Denver were given. 


Columbia, Mo.—Willard Ewing, gen- 
eral agent for Provident Mutual, Kan- 
sas City, spoke at the opening meeting. 

He will talk to agents of the Security 
Mutual Life at their meeting in Lincoln, 
Neb., Oct. 1. 


Fort Wayne, Ind.—The annual sales 
congress will be held Nov. 16. J. D. 


Haynes, manager Franklin Life, is chair- 
man of the arrangements committee. 








SETTLEMENT 
With The Application 


Agents tell us that cash with the application solves a 
lot of problems common to field men. 


It saves making a resale at the time of delivery. Time 
used in this manner can be used to make other sales. 


The agent knows he has done a complete selling job 
“ifs, ands, or buts.” He can look upon the sale 
without mental reservations! 


ie 


To be able to do that is worth a lot!! 


Protective Life agents are continuously urged to “get 
the cash with the app”—more and more of them are 
getting it. 
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Occidental Agencies Cover Half the World 


"NO HUMAN AGENCY CAN 
ACHIEVE PERFECTION... 
BUT SOME COME MUCH 
NEARER THAN OTHERS’ 


TO THE SECOND TEURD 
GENERATION OF ITS POLICY. 
HOLDERS, OCCIDENTAL STILL 
OFFERS: "MORE PEACE OF 
PREMIUM DOLLAR’ 


OCCIDENTAL LIFE 


V. H. JENKINS, Vice-President INSURANCE 
Home Office: LOS ANGELES co ANY 
AGENCIES THROUCHOUT 26 STATES of alifornia 


LONDON, ONTARIO: DOMINION Of CANADA * HONOLULU: TERRITORY of BAWAID 
SHANGHAI: TREATY PORTS Of CHINA * MANILA: PHILIPPINE ISLANDS 
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There will be a joint meeting of the life 
underwriters association and the bar as- 
sociation in October. 

Kansas—President Lyman E. King has 
appointed Don P. Pierce secretary-treas- 
urer, succeeding H. W. Moore, who was 
.transferred to St. Paul as manager of 
the Mutual Life of New York. and is 
also president of the Topeka associa- 
tion. 








Rochester, N. Y.—A clambake was held 
at Irondequoit Bay with general agents, 
managers and supervisors opposing spe- 
cial agents in a ball game. 


Denver Agency Started When 
Colorado Was a Territory 


DENVER — Recently the Mutual 
Benefit Life celebrated the 50th anniver- 
sary of the founding of its Rocky Moun- 
tain agency. W. R. Wilkerson, Denver 
general agent, cites some interesting facts 
about the Rocky Mountain agency, 
which was first in the hands of Crater- 
Cobb & Co., when Colorado was a terri- 
tory. This agency sold the first policy 
on the life of Byron N. Sandford, a 
melter in the United States mint in Den- 
ver. The organization of a permanent 
Denver agency was perfected in 1887, 
when C. A. Newkirk was named general 
agent. He continued as general agent 
until his resignation in 1923, when he 
was succeeded by Mr. Wilkerson. 

During the first year of operation the 
Denver agency placed 45 policies. Two 
of these, now 50 years later, are still in 
effect, although both policyholders have 
moved from Denver. The agency now 
has a total of 7,000 policies in force for 
more than $20,000,000. 

Mr. Wilkerson came to Denver to take 
charge of the agency in January, 1924, 
being promoted from a similar post at 
Boise, Ida. He first represented the com- 
pany in Texas in 1904 and has since 
served it in Oklahoma, Idaho and Colo- 
rado. 


Idaho Mutual Benefit Cited 


Charging that the insurance laws of 
the state are being violated, Attorney- 
general Taylor of Idaho has ‘filed an ac- 
tion at Boise to bar the Idaho Mutual 
Benefit Association of Boise from doing 
business in the state. The association is 
charged with collecting “mortality cost” 











premiums in violation of a law passed 


by the 1933 legislature. The association 
operates on a “benefit fund” basis, col- 
lecting premiums by assessment. All 
funds are deposited in one account and 
both death claims and expenses are paid 
from it. 


Cooper to Coast 


Emerson Cooper, agency assistant 
Equitable Life of Iowa, will visit Los 
Angeles to spend a week with the south- 
ern California agency under Manager 
R. L. Hoghe. September written busi- 
ness will be dedicated to Mr. Cooper. 


Banks in Litigation Over 
Old Missouri State Deal 


Continental Bank & Trust Co. of New 
York has filed an action in St. Louis to 
compel the First National Bank of St. 
Louis to pay about $407,000. This suit 
is an outgrowth of a notorious transac- 
tion involving the old Missouri State 
Life that occurred in 1932. 

In that year First National Bank of 
St. Louis, Continental Bank & Trust 
Co., and others loaned $1,610,000 to 
Julius H. Barnes and his associates to 
enable them to purchase contro] of Mis- 
souri State Life. 

Continental Bank charges that there 
was a secret agreement between the 
First National Bank and the Barnes 
group whereunder $800,000 of the loan 
would be repaid by the Missouri State 
itself. That transaction actually took 
place and the First National of St. Louis 
and some of the other St. Louis banks 
were paid off. 

The Continental suit states that the 
New York bank would never have par- 
ticipated in the loan had it ‘been ac- 
quainted with the fact that there was 
this secret agreement. The suit charges 
that First National Bank assumed a fi- 
duciary relationship with Continental 
Bank with respect to the loan. Conti- 
nental Bank loaned about $800,000 and 
seeks its proportionate share of the 
money that First National Bank and the 
other St. Louis institutions received 
when Missouri State paid off under the 
agreement. 











G. R. Lungren, with the Connecticut 
Mutual Life in Des Moines, was married 
to Miss Edith I. Johnson, an employe of 
the Equitable Life of Iowa for many 
years. 








to 65 next birthday. 
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THE HOME LIFE INSURANCE COMPANY 
OF AMERICA 


PROTECTS THE ENTIRE FAMILY 


Home Life agents are equipped to serve every need for life insurance. 
Modern policies are issued, on both Industrial and Ordinary plans, from birth 


——— 
A POLICY FOR EVERY PURSE AND PURPOSE 
ee 
Basi{ S. Walsh Joseph L. Durkin John J. Gallagher 
PRESIDENT SECRETARY TREASURER 


Philadelphia, Penna. 
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LUNCHEON FOR CUMMINGS, JOHNSON 


O. Sam Cummings, new president Na- 
tional Association of Life Underwriters, 
and H. J. Johnson, the new vice-presi- 
dent, were guests of honor at a luncheon 
given by J. S. Myrick, New York City 
manager Mutual Life of New York. 
Other guests were prominent home of- 
fice agency executives and men promi- 
nent in organization activities. 





CASHIER FOILS HOLDUP 

Miss Fern Fleming, cashier of the R. 
E. Goewey agency of the Continental 
American Life in New York City, suc- 
ceeded in foiling a holdup by quick 
thinking and a _ non-existent burglar 
alarm. A well dressed man about 35 
walked in during the noon hour when 
Miss Fleming was in sole charge of 
the office and said that he had a small 
premium to pay but only a large bill 
to pay it with. His insistence on know- 
ing whether she had enough cash on 
hand to change the bill caused Miss 
Fleming to ask him half in jest, “What 
is this, a holdup?” 

“You're damn right it’s a hold up,” 
the man replied. ‘“Where’s the key to 
the cash drawer?” 

“I’ve just stepped on the burglar 
alarm,” said ‘Miss Fleming, “so even if 
you got the money you'd never get out 
of the building with it.” 

Just then two telephones in the office 
rang simultaneously, Miss Fleming col- 
lapsed and the holdup man dashed out 
of the door empty handed. A successful 
robbery on the previous day would have 
netted a large haul, since several thou- 
sand dollars in cash was on hand which 
had been paid for a single premium an- 
nuity. It is a comparatively rare occur- 
rence for so large an amount to be paid 
in cash. 





PENNELL TO SHOW FILMS 


F. W. Pennell, general agent State 
Mutual Life, New York City, will give 
an illustrated lecture early in October 
before the University of Michigan 
Alumni Club of New York on his re- 
cent trip to Anticosti Island in the Gulf 
of St. Lawrence. Mr. Pennell took about 
1,000 feet of motion picture film, much 
of it in color, showing the catching of 
Atlantic salmon, seal shooting, cod fish- 
ing, as well as views of Labrador sun. 
set, tha St. Lawrence River, and the 
famous Vaureal River falls which are 
higher than Niagara. 


FRASER AGENCY’S PLUSES 


The Fraser Agency of the Connecticut 
Mutual in New York City had its eighth 
plus month in August, paying for $680,- 
750 as compared with $589,161 in August, 
1936. Production so far this year is 
$8,661,781 as compared with $6,157,004 
last year, a gain of 40.6 percent. 





BOOKSTAVER TRAINING COURSE 


The Bookstaver agency of the Travel- 
ers in New York City will open its fall 
training course Sept. 28, with classes 
from 4 to 6 every Tuesday and Thurs- 
day except holidays, for a total of 15 
class days. The course, which is under 
the direction of Manager Elias Klein, 
will be addressed by a number of promi- 
nent guest lecturers. It is patterned 
after the Travelers home office school 
and the former New York University 
life insurance sales training course. The 
Bookstaver agency has been conducting 
this course for about 20 years. It is open 
to full time agents and brokers, regard- 
less of company affiliation. Books and 
other class material are furnished with- 
out charge. 





START LEGISLATIVE HEARINGS 


Underwriting powers of fire and cas- 
ualty companies will be taken up at the 
frst meeting of the New York joint leg- 
islative committee on insurance law re- 





vision in New York City on Sept. 27-29., 


By R. B. MITCHELL 





In the proposed revision, which is now 
in course of publication, it is suggested 
that a clear division between life, acci- 
dent and health and casualty insurance 
be made. Ordinary accident and health 
insurance powers are available to both 
life and casualty companies but only life 
companies are authorized to write total 
and permanent disability which involves 
the noncancellable feature and promises 
the payment of benefit for longer than 
10 years. In maintaining reserves on to- 
tal disability, Superintendent Pink says 
that life insurance reserve requirements 
are the most suitable and that the tech- 
nique of writing total and permanent dis- 
ability insurance is better adapted to the 
organization of a life company than that 
of a casualty company. 





Only 4 Million of RFC 


Loans to Insurers Unpaid 





WASHINGTON, D. C.—Less than 
$4,000,000 of the nearly $90,000,000 ad- 
vanced by the Reconstruction Finance 
Corporation ta insurance companies is 
now outstanding, it is reported by the 
RFC. 

Since its establishment, $89,675,416 
has been advanced to insurance com- 
panies under Section 5 of the act, of 
which $86,049,040 had been repaid to 
Aug. 31. 

Nearly 80 percent of the money ad- 
vanced on preferred stock of insurance 
companies is still outstanding, however, 
only $6,568,699 being repaid of the $34,- 
375,000 loaned, including $100,000 used 
for purchase of preferred stock. 

These loans are in a different cate- 
gory from those made under Section 5 
and, because of the security, repayment 
is less pressing. 





Canadian Companies at Shanghai 


TORONTO—Canadian life compa- 
nies are carrying on business as usual 
at Shanghai, except that thcy are not 
writing new business, said F. C. Pollard, 
who until recently was resident secre- 
tary there for the Manufacturers Life. 
The offices of the Manufacturers, the 
Sun and the Crown Life are in the in- 
ternational settlement about a half mile 
from the Chinese district of Chapei. 
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Time to Stress 
the Career Man, 
Johnson Declares 


(CONTINUED FROM PAGE 1) 


that he must be a specialist in every 
feld of economic endeavor but he should 
be constantly broadening his sphere of 
knowledge. Attainment of the Char- 
tered Life Underwriter designation is a 
step in the direction of becoming a ca- 
reer life underwriter as far as acquisi- 
tion of education is concerned.” 

Mr. Johnson stressed the fact thar 
the career man should develop his in- 
formational background to the point 
where he will be accepted on a par with 
his prospects and the public at large 
whom he hopes to serve. Obviously 
the career man must have a high ethical 
regard for his business, but more than 
that he must be able to make an income 
sufficient to justify his maintaining his 
standard of living at a level that will per- 
mit him to occupy his proper place in 
the social and community life of the 
place where he lives, the speaker said. 





Gives Specific Pointers 


Among the specific pointers advanced 
by Mr. Johnson was the necessity of 
providing a more tangible incentive to 
the agent than merely making more 
money. The desire for greater income 
must be related to definite goals, such as 
owning a new home which would give 
standing and prestige in one’s commu- 
nity. Some might desire to see that 
their children have the opportunity to 
enjoy the social and educational relation- 
ships resulting from a better school, per- 
haps a private school. 

There are others who might feel that 
belonging to certain clubs, country clubs 
or prominent town clubs, would give 
prestige. It might be that another man 
would like to look forward to a trip to 
Europe which might cost $1,000 or $1,- 
500 and which in itself would be of edu- 
cational value and more importantly 
would create considerable prestige as in- 
dicating his financial success in his home 
community. 


Progress a Series of Leaps 


Mr. Johnson also brought out the fact 
that progress towards the level of career 
life underwriting, or in fact any kind of 
progress, is not a steady process but 
rather a period of leaps from one peak 
to another. It is these leaps that ul- 
timately result in a curve with an im- 
proved trend of results, he said. 

“The fact is,” he said, “that most of 
us require one successful thrill after an- 
other.” 

Citing J. Elliott Hall and other suc- 
cessful producers to show how improve- 
ment in volume resulted year after year, 
Mr. Johnson pointed out that members 
of the Million Dollar Round Table took 
16 years each on the average to reach 
the million-dollar production level. He 
said that 16 career life underwriters, av- 
eraging 13 years in the business and pro- 
ducing during that time a total $233,000,- 
000 produced a yearly average of $959,- 
952, an average number of policies per 
year of 171 each and an average policy 
of $6,102. This indicates, he emphasized, 
that any one desiring to be a career life 
underwriter must plan on closing not 
less than 50 cases a year and should 
make it nearer 100. 


Analyzes Two Agents 


Mr. Johnson analyzed the cases of 
two young agents. The first man, less 
than 30 years old, and in the business 
less than five years, was disgruntled al- 
though he had made $1,122 in first 
year’s commissions for the first half of 
1937 and including renewals had earned 
about $1,600 in that period. However, 
he had a closing ratio of one sale for 
each six actual sales presentations. Mr. 
Johnson pointed out that assuming 130 
working days or five days a week for 26 
weeks, this agent actually called on 3.6 
people a day and averaged 1.1 sales pre- 
sentations a day. He remarked that an- 
other four calls a day or another sales 





talk would have resulted in a consider- 
ably larger income and consequently en- 
hanced prestige. 

The; second agent was 30 years old 
and had been in the business for six 
years. During the first half of 1937 he 
had closed 70 cases with the first year 
commissions of $2,084. His income for 
1937, including renewals, will run more 
than $6,000. He made one sale for each 
5.8 people called on, saw about six peo- 
ple a day and averaged 3.1 sales talks 
per day. 

Mr. Johnson said he had cited these 
cases to show that the man who wants 
to be a career life underwriter must rec- 
ognize that his career has a right to ex- 
pect of him more than average volume 
of energy output in order that he may 
justify the income that he has a right to 
expect from the business which he pro- 
poses to go into on a career basis. 


Quality Up to Field Men 


“You and I as active men in the life 
insurance business control pretty largely 
the men that come into it,” the speaker 
declared. “It has been proved con- 
clusively that the two sources from 
which most men are recruited into the 
life insurance business are first, the gen- 
eral agent or manager, and second, the 


contacts and examples of the producers : 


themselves. If you and I are keeping 
constantly before us the thought that 
we are career men and if we are living 
up to the requirements of a career life 
underwriter we will obviously influence 
only such folks toward coming into the 
life insurance business as would then 
be justified in seeking the same type of 
career as we exemplify. 

“Let us keep constantly in mind that 
the best way to raise the general level 
of the public’s appreciation of life insur- 
ance business and the underwriter is for 
each other individually to recognize our 
responsibilities, so conducting ourselves 
with the prospect that he will automat- 
ically hold the life underwriter and the 
business in the regard to which it is en- 
titled. It rests in our hands. The pub- 
lic will think of us and of the business 
what we make the public think about 
us by our action.” 


POLICIES 


Perfect Protection Form 

The Pyramid Life of Kansas City has 
brought out a perfect protection policy, 
a low cost contract. It is being issued 
usually in conjunction with life conser- 
vation and travel accident coverage. The 
life rate at age 35 is $96.95 for $5,000. 
Five units of accident and health sell for 
$8.75, or total $105.70. 














Massachusetts Protective Changes 


The Massachusetts Protective is put- 
ting into use a new schedule of pre- 
miums and life income settlements on 
Oct. 1. The premium increase is mod- 
erate at all ages with no change for age 
55 and over on some forms. Continued 
low interest rates necessitate such a 
move. For the same reason the continu- 
ous monthly income settlements, pro- 
viding income for 1 or 20 years certain 
and life thereafter, are being reduced 
slightly. The monthly income purchased 
by $1,000 is 25 cents less at all ages 
than under the previous table. No 
change is made in other settlement op- 
tions or surrender values of the policy. 


$1,000 with Waiv. of Prem. Dis. to Age 56 
Guar. Div. Life 
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(NUMBER SEVEN OF A SERIES) 


Why Agents Come— 
and Stay— With the 


MONTANA LIFE INSURANCE CO. 


A General Agent Speaking: 


"Before October, 1935, the Montana Life was 
only a name to me. That month investigation 
proved it was as sound a financial institution as 
could be found and a very progressive organization. 
| became convinced the Montana Life was the 
company with which to build my future. | find 
since my association with it, that all the things | was 
told about the Company are very true, and even 
more. Marvelous cooperation from the Home 
Office and the human relationship toward both the 
policyholder and the Field Force are more than 
money can buy.” 


Lee Cannon, Agency Vice President 
HELENA, MONTANA 

















Climb to 


7ealer SUG 


Up—up—up go those go- 
getting Yeomen Mutual men. 
Aggressiveness and _ ability 
find real rewards in this old, 
progressive company, now in 
its 41st year. Over 60% of 
assets in cash, government 
and municipal bonds. New 
business increase 3. times as 
great as average of all other 
companies. Agency openings 
in good, proven territories. 
Inquiries invited. 


YEOMEN MuTva_ LIFE INSURANCE COMPANY 
A Purely Mutual Legal Reserve ¢ ompany 


A. H. HOFFMAN, Pre 
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LEGAL RESERVE FRATERNALS 





Modern Woodmen in the Fold 


Big Society Has Been Outside the 
National Fraternal Congress for Num- 
ber of Years 








The National Fraternal Congress has 
received a very valuable acquisition in 
the way of a new member as the Mod- 
ern Woodmen has been elected and is 





0. E. ALESHIRE, Chicago 


now enrolled in the organization. It 
was formerly a member but some years 
ago an issue arose, it objecting very 
strenuously to what was done and it re- 





tired. It has been one of the big fac- 


tors outside the fold. However, as fra- 
ternal problems have been augmented 
and increased in intensity it has been 
very apparent that the societies should 
act as a unit. Inasmuch as the fraternals 
are now on a legal reserve basis and 
have gotten away from inadequate rates 
the tax gatherers see an opportunity to 
tap new sources of income. Then the 
social security act and investment prob- 
lems are paramount. Altogether the 
fraternals as well as the commercial 
companies have very important ques- 
tions at stake. 

At the annual meeting of the National 
Fraternal Congress in Columbus, Presi- 
dent A. R. Talbot of the Modern Wood- 
men and National Treasurer O. E. Ale- 
shire of Chicago were present and 
spoke, both making a very pleasant im- 
pression. The only large fraternal now 
outside is the Knights of Columbus. 

The National Fraternal Congress has 
grown in power and influence. It has 
shaped its course along intelligent and 
progressive lines. The machinery is 
running smoothly and its momentum 
has greatly increased in recent years. 


Lutherans’ Antipathy to 
Life Insurance Is Ended 


LINCOLN, NEB.—Changed attitude 
of the Lutheran church on the matter 
of life insurance was illustrated by a 
speech made at the annual meeting of 
the Nebraska state force of the Lutheran 
Aid Association, which has $7,000,000 in- 
surance in force in the state, by A. O. 
Benz, national president, Appleton, Wis. 

“Life insurance is a social force,” Mr. 
Benz said. “Human life values—that is, 
the character, ability and earning power 
of individual citizens—constitute a real 
asset to the nation. These human values 








Rovar Neteupors or AMERICA 





@ One of the largest fra- 
ternal benefit societies. 


Membership 
561,964. 


@ Operates home for 
aged dependent mem- 
bers. 


Admitted Assets 
$58,048,400. 


@ Maintains fraternal 
fund to assist needy 
members. 


Total claims paid 
$94,722,569. 


@ Writes modern forms 
of life insurance for 
women, men and chil- 
dren. 


Insurance in force 
$406,902,762. 


@ Provides 
service. 


free health 


SUPREME OFFICE 
ROCK ISLAND, ILL. 











FORTY-TWO YEARS 
OF SERVICE 


Royal Neighbors of America was 
chartered as a fraternal benefit so- 
ciety in the state of Illinois on March 
21, 1895. Since that time the society 
has faithfully provided a dual service 
of insurance and true fraternalism for 
members numbering in the hundreds 
of thousands. 


The history of Royal Neighbors of 
America reveals that its fundamental 
principle of twofold service has been 
an outstanding success. This success 
is reflected in the steady growth of 
the society and in statistics which 
place Royal Neighbors of America 
among the leaders in its field. 


must be protected. The perpetuation of 
family relationships—the love and affec- 
tion of human beings—must become of 
national concern. Life insurance affords 
a plan which most adequately provides 
such individual security for the Ameri- 
can people.” 

Officers of the Nebraska organization 
elected were: President, O. E. Decker, 
Fairbury; vice-president, Leo Chapman, 
Lincoln; secretary-treasurer, Eric Mar- 
quardt, York, and national director, Le- 
Roy G. Stohlman, Lincoln. 


Oklahoma High Court 
Decision Knocks Out State 
Claim for Tax on Fraternals 








OKLAHOMA CITY—An opinion of 
the Oklahoma supreme court holds fra- 
ternals are exempt from taxation in six 
test cases in which the state had en- 
deavored to collect back taxes, fees and 
penalties. District courts of three coun- 
ties had given the state judgment for 
collectian of such claim against six fra- 
ternals. Commissioner Read had re- 
fused to disqualify the fraternals from 
doing business in Oklahoma pending de- 
cision of the supreme court. About 
$750,000 is involved in the six cases. 

This decision is expected ta bring 
about dismissal of similar cases filed by 
the state against about 50 other fra- 
ternals which are pending in district 
court. <A total of about $1,600,000 is 
claimed by the state upon the conten- 
tion that the fraternals are operating an 
the same basis as old line legal reserve 
companies and should be subject to the 
same 2 percent premium tax. The or- 
ganizations involved in the supreme 
court decision are Woman's Benefit As- 
sociation, Praetorians, Maccabees, Mod- 
ern Woodmen of America, and sov- 
ereign camp Woodmen of the World. 


Neighbors of Woodcraft Move 


The Neighbors of Woodcraft of Port- 
land, Ore., goes on the American Ex- 
perience 3% percent table. Mrs. Minnie 
Hiner is grand guardian. J. L. Wright 
retires after 40 years’ service as grand 
clerk, being succeeded by Anna S. 
Mardall. 








Hold Congress in Columbus 

The Ohio-West Virginia Congress of 
the Ben Hur Life is being held this 
week in Columbus. 





Transfer Work Assigned 


The transfer work in connection with 
the reinsurance by North American 
Union Life of Chicago of the business of 
the Chicago Fraternal Life Association 
will be done by the recently organized 
Security Conservation Company at 32 
West Randolph street, Chicago. Presi- 
dent George E. Cobb of North American 





ment decided to have the work done }, 
an independent concern because the go. 
ciety was not equipped to handle th 
job. Among those connected with th 
Security Conservation Company ar 
Ansgar Otto, Roy Bateman and C. W. 
‘Pruax. 





Little Made Field Director 


John E. Little, actuary of the Macca. 
bees, becomes field director as well, 





Richmond and Louisville 
Want Council’s Spring Meet 





_ At least two southern cities are seek. 
ing to be hosts to the national council of 
the National Association of Life Un. 
derwriters at the mid-year meeting next 
April. They are Richmond, Va., and 
Louisville. Edwin Baker, district man. 
ager for John Hancock Mutual at Louis. 
ville, national committeeman of _ the 
Louisville association, attended the re. 
cent Denver meeting of the National as. 
sociation. He filed a personal written 
invitation and a lengthy telegram from 
the president of the Louisville associa- 
tion inviting the national council to have 
its spring meeting at Louisville. He per- 
sonally extended the invitation to as 
many officers and trustees as he could 
interview. The Louisville people suggest 
that the meeting be held in their city 
at such a time that the guests could also 
attend the Kentucky Derby. 





The Illinois department has examined 
the Plymouth Mutual Benefit of Neoga, 
Ill., as of March 31, it showing assets 
$1,198 and liabilities $221. 











<a race ent tw cm = 


Prospect Leads? 





Lutheran Brotherhood field men 
need never be idle for lack of 
prospects. Our men have a 
selected field of operation. All 
Lutheran men, women and chil- 
dren are eligible for Brother- 
hood insurance. 


Lutheran salesmen, for 


a greater field in sell- 
ing, write 


LUTHERAN 
BROTHERHOOD 


LEGAL RESERVE LIFE INS. 














Atex. O. Benz, President 
Wo. F. Kevm, Vice-President 











AID ASSOCIATION for LUTHERANS 


APPLETON, WISCONSIN 





Our Own Home Office Building 
A Legal Reserve Fraternal Life Insurance Association for Men, Women, 
and Children, with $174,019,050.00 Insurance in Force, 
and Total Assets over $23,566,145.05 
Thirty-five Years of Fraternal Service and Achievement 


Union Life emphasizes that whatever Herman L. Ekern, President 
transfer work is done will be under the Minneapolis Minnesota 
personal supervision of the society’s ac- 
tuary. Mr. Cobb stated that the manage- 

1902 1937 


Wo. H. Zvuen Ke, Treasurer 
Atsert VoEcks, Secretary 
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SALES IDEAS AND SUGGESTIONS 














Making Advertising Assist 





the Rate Book Man 


E. M. Hunt of New York City, man- 
ager of publicity and field service of the 
Mutual Life of New York, who is a for- 
mer daily newspaper man, spoke before 
the Insurance Advertising Conference 
at Briarcliff, N. Y., this week on “Help- 
ing the life insurance agent get the most 
out of company advertising.” Mr. Hunt 
does not believe that the same rules 
which govern commodity advertising in 
general apply to life insurance. Com- 
modity advertising, he asserts, finds the 
public in a front row seat when the 
show begins, while life insurance adver- 
tising finds it on the back seat, if it is 
in the theater at all. The burden of life 
insurance is on the salesman. There- 
fore, he thinks that the problem is not 
whether life insurance advertising can 
serve as a substitute for the salesman, 
as it seems to have done in other busi- 
nesses, but whether and to what degree 
it can lessen his burden. While much 
commodity advertising serves to intro- 
duce a product, the biggest problem of 
life insurance advertising, Mr. Hunt de- 
clared, is to introduce also the one by 
whom it is now conceded the public 
must be sold before it will buy, viz., the 
agent. The greatest life insurance ad- 
vertising obstacle seems to be _ the 
apathy of the agent towards the effort 
of his company to introduce him by 
means of the printed word. 


Insurance Advertisement 
Is Valid Introduction 


Mr. Hunt frankly stated that everv 
company knows the frequency with 
which inquiries are received from the 
public and the requests not to have an 
agent call. Therefore this problem 
must be tackled first. Each insurance 
advertisement, Mr. Hunt said, is a valid 
introduction or a center of influence and 
on this the agent may build sincere and 
permanent contacts. In other fields, 
Mr. Hunt asserted, it is the driving 
force of advertising which creates wel- 
come for the salesman and he asks why 
should not this be the case in life in- 
surance. 

The speaker said that far too many 
life insurance calls have been made on 
people who are not ready to be called 
on but could have been prepared if the 
agent had taken advantage of reintro- 
ducing himself as a follow up to his 
company’s advertisement or introduc- 
tion. Mr. Hunt averred that the mod- 
ern advertising medium is far better 
able to make the selection of prospects 
for an agent than any chance introduc- 
tion by a friend or acquaintance. 

Mr. Hunt finds there has been much 
uncharted and unexplored territory be- 
tween the average life insurance adver- 
tisement of the past and a subsequent 
contact between its reader and the 
agent. The advertisement got there but 
the agent did not or the agent got there 
and the advertisement did not. There 
was a lack of team work. One of the 
things the agent will probaby learn in 
the near few years, he said, is that his 
past methods of getting himself intro- 
duced to people are far too slow for 
the modern tempo of doing business. 


Revelations Brousht Out 
In Instructions Given 


_ Mr. Hunt recently reviewed a file of 
instructions to new agents that he had 
collected and out of these documents of 
all sorts he found that invariablv the in- 
struction was to use the socalled end- 
less chain or referred prospect plan, 





getting people to send or introduce 
agents to other people. Not a word was 
found about getting advertising or 
printed matter to introduce the agent. 

Mr. Hunt’s firm conviction is that 
the one primary obstacle to the progress 
of the life insurance advertisement is 
the unwillingness of the agency forces 
to let it work for them as it does in 
other lines. The perfect interview, in 
his opinion, is the advertisement plus 
the agent’s own preapproach with the 
theme the advertisement is built on, 
plus the call. 

Mr. Hunt made it clear that he had 
no objection whatever asking people 
whom to see or for introductions to 
those people. It is done in all busi- 
nesses, especially where the unit of sale 
is large. It is a legitimate part, he 
added, of every salesman’s job. He did 
say, however, that to depend on that 
method alone is like holding a no trump 
hand and then completely ignoring the 
fact that the final bid was no trump. 

Mr. Hunt made the very significant 
statement that a large part of the dra- 
matics or exciting thing about a life 
nolicv begins after it is in force, which 
is contrary to the pre-excitement con- 
nected with other commodities. The 
most difficult benefits to sell, he said. are 
those the customer buys for somebody 
else. That is what life insurance bene- 
fits reallv are in most cases. 

The mind is made up, he said, only 
after every ounce of nersuasion, sales- 
manship, argument. information, hvnno- 
tism or whatever else the salesman han- 
nens to decide to use has been broncht 
into play. Yet the one biggest selling 





force in modern business, the printed 
thing which the prospective policyholder 
can read under the privacy of his own 
sitting room lamp, is too frequently put 
last in many an agent’s kit of selling 
tools. 

Mr. Hunt said that a new man might 
get the impression that direct mail ad- 
vertising would do everything for him. 
What an agent is going to do, he said, 
is to make calls on people. If his com- 
pany advertising precedes him so much 
to the good. The nearest approach to 
team work between the advertisement 
and the agent, he said, is “mail and 
call.” When an agent intends to make 
a call he is not looking for an answer. 
What he is looking for is a state of 
mind on which he can build an inter- 
view. A call, Mr. Hunt said, is not a 
follow up. The call is the thing and it 
is the call the agent is going to make 
anyhow. The advertisement and the 
printed matter are precall influences and 
nothing more. 

Mr. Hunt tabooed the term “cold 
canvas.” The solicitation, he said, is not 
“cold” if it has been warmed up by the 
reading of an advertisement. Adver- 
tising can be made to stage interviews 
more quickly and over a wider field 
than any other process that can be em- 
ployed. 

Mr. Hunt said, “Where commodity 
advertising has succeeded in getting 
people to think with it and act with it, 
the life insurance agent has had people 
for the most part thinking against him. 
Life insurance advertising can probably 
never get the public to think and act 
with it to the extent that commodity 
advertising has done, but it can doa great 
deal to persuade the public to under- 
stand that an interview with an agent 
is a legitimate and desirable undertak- 
ing, that his call deserves a welcome 
and that the introduction his company 
gives him through its advertising is a 
valid introduction and usually the only 
one needed.” 





More Fire, Thorough Planning 
Needed to Get Results 





“Any good baker will tell you that a 
half-baked loaf of bread requires as 
much ingredients, as much kneeding 
and as much room in the oven as a 
well-done loaf, but what it lacks is just 
a little more fire, and from my experi- 
ence and observation in this business, 
I have found that there is really very 
little difference between the half-baked 
agent and the successful agent,” de- 
clared Ned C. Litwack, a leading pro- 
ducer in New Jersey for the John Han- 
cock Mutual Life, told the Scranton 
(Pa.) Life Underwriters Association in 
a talk on “Selling Through Planning.” 

Barring the ocassional flash in the pan, 
said Mr. Litwack, the successful pro- 
ducer is so organized and has his work 
and time so planned that each morning 
he literally “hits the street a running” 
while his unorganized associate who 
may have the same knowledge of the 
business and may expend the same ef- 
fort (frequently more energy since it 
is not properly directed) aimlessly 
gropes about. 


Improve Short Comings 
Through Regular Practices 


“In exchanging ideas with a great 
many successful producers in our pro- 
fession,” said Mr. Litwack. “I found 
that each man had his own pet theory 
for his success. One felt that a prepared 
sales talk was most important; another 
believed perfected prospecting to be the 
key to his success; still another argued 





for time control; and another again for 
selling the examination first. 

“All of these items are of course im- 
portant, but fundamentally, we should 
endeavor to analvze our own work habits 
to determine wherein we fall short and 
to take the necessary measures to im- 
prove our shortcomings through regul- 
lar practices. Furthermore, let’s find 
out what we do well and with what type 
of prospect we click best, and spend 
more time in the direction from which 
comes our success. 


Be Able to Recognize 
Insurance Sales Possibilities 


“Many of us run into insurance sales 
possibilities every day but fail to recog- 
nize them because we have not so or- 
ganized ourselves that they are instantly 
visualized. Do you see insurance situa- 
tions in new items or is such news 
merely of passing interest? 

“An analysis of insurance portfolios 
will disclose a diversification of contracts 
in various comnanies. This diversifica- 
tion was not felt necessary by the poli- 
cvholders, but resulted because our work 
habits were such that we failed to main- 
tain prestige with our client and thus 
nermitted other agents to procure the 
future business that would otherwise hove 
been ours. Keeping in touch with our 
policvholders and rendering periodical 
service will do much to cement a tie of 
friendship between the agent and client 
that is so important in this business, 

‘Too frequently we go into the pros- 
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Social Security Opportunity 


Now is an opportune time to call on 
salaried employes in the higher brackets 
in connection with their social security 
program. Deductions are made for the 
first $3,000 which an employe earns and 
men earning more than that amount are 
now completing their payments and will 
not have to pay taxes again until the 
first of the year. It seems logical that 
the employe apply the amount of the tax 
which has been deducted from his sal- 
ary against new life insurance as he has 
been getting along without the money 
so he will not miss it. One weakness in 
the plan is in the fact that the deduc- 
tions have not been very large and will 
not buy much life insurance. At the 
same time it gives the agent an opening 
that he can develop. 








pect’s office half-baked, hoping that the 
right idea will come to us then. Work- 
ing this way without planning is like 
betting against the roulette wheel. Oc- 
casionally, you get a lucky break and 
hit, but your eventual end is just as cer- 
tain as the man betting against the 
wheel—broke and out of the business. 
“You can triple your income if you 
would do a little planning. I can’t re- 
member any case of any consequence 
that I have closed within the last few 
years that was not completely worked 
out in advance at my desk during the 
evening before I interviewed my pros- 
pect. I have to keep fighting myself 
to follow a plan but it pays big dividends 
and these dividends apply to you men 
who write non-par insurance, too. 


Put Things Over, 
Don’t Put Them Off 


“We devote too much effort to putting 
things off instead of putting them over, 
and it is a sad commentary in this busi- 
ness that we who are the greatest 
prophets and preachers of planned and 
organized futures for others, do so 
very little planning for our own. The 
life underwriter slogan so widely adver- 
tised last year was, ‘The Sooner You 
Plan Your Future, the Better Your Fu- 
ture Will Be’ applies to us to. 

“After having experienced a few years 
of haphazard selling myself, I found it 
vitally important to have a plan of work 
for my peace of mind—and for my land- 
lord’s peace of mind. I got fed up with 
that uneasy feeling of waiting for some- 
thing to break, of not knowing what to 
do next, whom to see, or where to go. 
I got tired of confining my planning to 
that national pastime of shuffling sick 
prospect cards each morning, a variation 
of that childhood game of ’eenie meenie, 
miney, moe.’ 


Lists Prospects Each 
Month in Definite Schedules 


“The plan I utilize is simple, but it 
keeps me busy. I list each month the 
names of approximately 100 carefully 
selected people whom I intend to con- 
tact during that period. Practically all 
these people are strangers. This list is 
then broken down into weekly and daily 
schedules and the schedule faithfully as 
possible followed through. Except in 
unusual cases, I see no prospects other 
than by appointment, which is made in 
advance by telephone. This telephone 
call is followed by a letter which I send 
describing an unusual service that I feel 
would interest my prospect, based on 
various facts and information I have 
secured about him. I have found that 
seeing people by appointment only, helps 
to establish prestige for me, as they rec- 
ognize the fact that I respect their time 
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and that my work is so organized that 
I have no time to waste myself. Fur- 
thermore, making appointments in ad- 
vance, suppresses a natural tendency on 
my part to take things too easy. It 
capitalizes my good intentions and helps 
keep me busy. 

“T have also found that most men, 
properly encouraged, like to talk about 
themselves or their families and it is 
wise that we allow them to do the talk- 
ing. There’s a strong impulsive tempta- 
tion to interrupt when you have on the 
tip of your tongue, what you think is 
the right answer to an objection or the 
right sales point. But don’t do it, be- 
cause his conversation will frequently 
translate itself into an application with- 
out much effort on your part. I try to 
avoid a monologue by endeavoring to 
get my prospect to agree with me point 
by point through the interview, and 
many times I have to bite my tongue to 
keep from interrupting him when he has 
started talking, 

Planning is not easy. It is, however, 
half the battle. It requires concentra- 
tion and patience, but it will give us 
proper confidence and the proper mental 
attitude. It seems to me that planning 
is vitally important in life insurance sell- 
ing and we would all find it extremely 
helpful to have a plan and to faithfully 





work that plan, because the foundation 
of success in this business of ours is 
consistent work.” 

In conclusion Mr. Litwack said: “I 
set for myself a reasonable annual and 
monthly quota. I have found a guide 
or an objective is definitely necessary 
in this business, just as the captain of 
a ship requires a compass to guide him 
to his destination. A ship might reach 
port without a compass, but in bad 
weather it may flounder around for days, 
weeks or months. So a quota will keep 
us On our toes and indicate the straight- 
est line or the shortest distance to our 
objective.” 

Mr. Litwack also spoke before the 
Wilkes-Barre Life Underwriters Asso- 
ciation, 


Stein Maryland Actuary 


C. F. Stein, who recently resigned as 
actuary of the Federal Union Life, has 
‘been appointed actuary of the Maryland 
department. Mr. Stein is taking a short 
vacation at his home in Chattanooga and 
is making arrangements to move his fam- 
ily to Baltimore. He had been in charge 
of the Ohio department’s rehabilitation 
program for the Federal Union. A num- 
ber of years ago Mr. Stein did actuarial 
work for the Maryland Casualty, so he 
will be among old friends in Baltimore. 
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Edward B. Fackler William Bretby 

















8 WLUST #TH STREET NEW YORK 


= 








PENNSYLVANIA 








HARRY S. TRESSEL 
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Advertising Still 
Undeveloped Tool 


(CONTINUED FROM PAGE 3) 


mands continuous advertising to bring it 
fully before the public. 

Among speakers before the life group 
were E. ‘M. Hunt, Mutual Life of New 
York, on “Helping the Life Insurance 
Agent Get the Most Out of Company 
Advertising,” and Stuart Benedict, Met- 
ropolitan, on the value of annual state- 
ment advertising. 

A. S. Allen, Munsell Color Institute, 
New York, talked on color in advertising 
and printing, using charts. 


Claim Men Gather 
in Swampscott 
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and H. S. Don Carlos, manager life, 
accident and group claim department, 
Travelers. 

F. L. Templeman, manager accident 
and health department, Maryland Cas- 
ualty, in the treasurer’s report said a 
satisfactory balance in cash and U. S. 
treasury bonds left the association in 
healthy financial condition. 

“Handwriting as Evidence, Especially 
in Insurance Cases,’ was the topic of 
A. D. Osborn, examiner of questioned 
documents. H. W. J. Hargrave, man- 
ager New Jersey Claims Investigation 
and member New York bar, read a paper 
on “Surveillance.” 

“Experiences as Medical Examiner” 
was the title of an address by Dr. Tim- 
othy Leary, medical examiner Suffolk 
county, Massachusetts, professor emer- 
itus of pathology and bacteriology Tufts 
College medical and dental schools. He 
said the function of the medical exam- 
iner is to protect humanity not only in 
determination of cause of death but in 
interesting themselves in preventive and 
safety work. He cited interesting death 
cases of apparent accident which was 
disease, suicide which was murder, and 
murder which was suicide. He illus- 
trated these and other cases with lan- 
tern slide demonstration from his per- 
sonal experiences as medical examiner. 

The annual banquet was held Tuesday 
evening. 


Committee on Lay Adjusters 


Chairman Fankhauser of the executive 
committee recommended the appoint- 
ment of a committee on lay adjusters to 
represent the interests of the association 
in consideration of the question as to 
whether claim adjusters should be mem- 
bers of the bar. His suggestion was 
that the retiring president appoint the 
chairman of the committee and that this 
chairman and the incoming president 
appoint two additional members : was 
adopted by the association. H. S. Don 
Carlos, Travelers, was appointed chair- 
man of this committee. 

W. W. Rehn, Provident Mutual Life, 
chairman of the committee on foreign 
investigations, which committee was 
formed two years ago, recommended 
that a committee be continued to serve 
as a clearinghouse for information on 
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satisfactory investigation sources in for. 
eign countries and also to list for asso. 
ciation members those investigation 
agencies abroad which had proved yp. 
satisfactory. His report was accepted 
and the committee continued. 


Complete Program for Life 
Advertisers Parley Given 
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surance Publicity on the Public,” W, p, 
Fuller. 

Fourth group: “Hows and Whys of 
Successful House Magazines.” Chairman; 
W. L. Camp, III, editor Connecticut My. 
tual. 

Fifth group: ‘The Inside Story of Ng. 
tional Advertising.” Chairman: L, J 
Evans. 

Sixth Group: “Telling the Story on the 
Air.” Chairman: E. M. Kirby, manager 
sales promotion department National Life 
& Accident. 

Contributors: “Programs and People” 
John Royal, vice-president Nationa] 
Broadcasting Company. 

“Measuring the Radio Audience,” Johy 
Karol, Columbia Broadcasting System. 

Seventh group: “How Can We Build 
More Sales?” Chairman: D. B. Slattery, 
assistant to vice-president Penn Mutual, 

Banquet: ‘Final O.K. or Getting the 
Ad Approved,” comedy presented by a 
cast from the Life of Virginia. 


Wednesday, Sept. 22 


Eighth group: “How to Make 
Journal Advertising Effective.” 
man: C. C. Robinson. 

“Life Insurance on Parade,” C. T. Ste- 
ven, advertising manager Phoenix Mu- 
tual. 

“And Now the Public Speaks,” K. R, 
Miller. 

“Product Publicity for Life Insurance,” 
W. H. Jenkins. 


Trade 
Ckair- 


Be Kind to Yourself by Vash Young. 
$1.50. Order from National Underwriter. 


LEVELS MEN 


eda RISK... 





H. FULLER STEVENS 
Manager 
1000 rooms $ "950 
WITH BATH FROM 

















IN SAINT LOUIS 


50% of all rooms rent for $3.50 or 
less, single; $5.00 or less, double. 3 
oir ditioned restaurants. Garage 
Service. Located center downtown 

















theatre, shopping, business district. 





